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1948 INCREASES 


Insurance owned by Policy- 
holders increased $14,239,951, 
to a new high of $197,394,281. 


* 


Resources increased $3,905,- 
343, to a new high of $46,957,- 
025. 


* 


The Amount Paid to Policy- 
holders and Beneficiaries in 
1948, was $2,137,243—the to- 
tal payments since the Com- 
pany’s beginning in 1906 rose 
to $37,374,295. 


* 


The Reserves to credit of 
Policyholders increased by 
$3,170,082, and is now $38,- 
768,203. 
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RESOURCES 


DORMER covidedicscccciacte<is Sebadcceneaas o0eeee +$23,60 7,209.00 
United States 
Government $15,396,969.00 
CONMIBM§ ccccccccocss 525,958.00 
Municipal ........ ee» 1,310,140.00 
Corporate ...... 6,424,142.00 


23,657,209.00 


Preferred Stocks . " “a 1,447,925.00 
Common Stocks .... 38,000.00 
Mortgage Loans 17,785,810.88 
Loans to Policyholders......sesscessecceccecs - 1,953,355.62 
Cash on Hand 416,367.40 
Real Estate: 
Home Office Building ....... agesssetee 393,500.00 
Sold on Land Contract.........see. jeuced P 85,139.18 
Purchased for Income Purposes 242,642.24 
Premiums in Course of Collection and Miscellane- 
ous Items 734,639.12 
Accrued Interest (None past due) eeeee 181,682.07 
Premium Notes ..ccccccoccccccccccces eedeewwas 20,754.34 


Total Resources eeeeeeeeeeeeeeeeeeeeee -$46,957,024.85 


LIABILITIES 


Policy Reserves coccseee eee ees + $38, 168,202.96 
Dividends to the Credit of poy Aenea eanwe e+ 1,742,091.31 
Premiums and Interest Paid in Advance......... 1,367,064.80 
Dividends to Policyholders for 1949........sesee. 504,000.00 
Claims Awaiting Completion 124,011.58 
Reserves for Taxes Payable in 1949 144,750.00 
Miscellaneous Liabilities . ‘ 47,181.01 
Death Claims Due and Unpaid.....ceeceseee eee None 


-_-——— 


Total Liabilities eccccccceseccoccecoss HARON eeniee 


Excess Protection to Policyholders 

Capita] Stock . 

Surplus 

Contingency Reserves ° . 2.259, "723.19 

Surplus for Protection of Policyholders..... dec 4,259,723.19 


Total Liabilities and Surplus......... $46,957,024.85 
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by far the most noteworthy gains. . ia, 
ies ieee, . 
ef i i 
> Advertisements in the Post reach the best i; 
insurance prospects—people whose income j 3 
and education are well above the average. if 
> Advertisements in. the Post get attention. 


People /ke to read advertising in the Post 


—far more than in any other magazine. 


It pays to have the 
Post pave the way 
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J, E. Rutherford fo 
leave NALU Post 
on June 30 


Taking Position “in the 
Business”; Reported 
to Be with Prudential 


NEW YORK—James E. Rutherford, 
for the last 6% years executive vice- 
president of the 
National Assn. of 
Life Underwriters, 
has tendered his 
resignation, effec- 
tive June 30, the 
end of the associa- 
tion’s fiscal year. 

Beyond stating in 
his letter of resig- 
nation that he is 
leaving to accept 
another position in 
the business and 
that “my new op- 
portunity ... was J. E. Rutherford 
one I felt I could ; 
not decline,’ Mr. Rutherford has not in- 
dicated what he will do when he leaves 
N.A.L.U. However, the report that is 
being widely circulated is that he will 
join Prudential as a home office ex- 
ecutive. 

Statement by: Orr 

Clifford H. Orr, president of N.A.L.U. 
and general agent of National Life of 
Vermont at Philadelphia, speaking for 
the officers and trustees, said it was with 
“much sorrow and reluctance” that the 
governing body had accepted Mr. Ru- 
therford’s resignation. 

“During the years Jim Rutherford 
has served the field forces as the execu- 
tive head of their organization, he has 
endeared himself to and gained the re- 
spect of thousands of men and women 
engaged in this business, both in the 
feld and in the home offices,” said Mr. 
Orr. “He has proved a strong and able 
leader, an untiring worker in what he 
believed were the best interests of the 
feld, and his long-range thinking 
coupled with his sound and practical ap- 
proach to problems have been respon- 
sible for many of the progressive meas- 
ures that have been introduced into the 
National association’s wide program of 
activity. His strong character, com- 
bined with his unbounded energy and 
zeal have won for him the praise and 
confidence of the National association’s 
officers and trustees as well as of its 
far flung membership.” 

With the approval of the trustees, 
Mr. Orr has appointed as a*special com- 
mittee Clancy D. Connell, Provident 
Mutual, New York City, past president 
of N.A.L.U.; Judd C. Benson, Union 
Central, Cincinnati, N.A.L.U. vice-presi- 
dent; John D. Moynahan, Metropolitan, 
Chicago, N.A.L.U. secretary; and Harr, 
Gardiner, John Hancock, New Yor 
City, the association’s treasurer, to seek 
and to recommend to the board a quali- 
fied successor to Mr. Rutherford. Mr. 
Orr will act as chairman of the com- 
mittee and Mr. Connell as vice-chair- 
man, 

Mr. Rutherford’s Career 

Mr. Rutherford was elected by. a simi- 
lar committee in 1942 to fill-the vacancy 
caused by the death of Roger B. Hull. 
At that time, Mr. Rutherford was gen- 
eral agent of Penn Mutual at Seattle. 
He entered the life insurance business 
in 1931 as an agent with Penn Mutual 
in Little Rock and after serving as su- 
(CONTINUED ON PAGE 24) 








Statements Show ’48 Sales 
Beat All Records But ’47 


BERKSHIRE LIFE 


Berkshire Life’s assets increased $6,- 
440,266 during 1948 to reach $110,350,000. 
Premium income increased $701,837 to 
reach $11,245,000. Sales for 1948 were 
$36,125,000 as against $39,316,127. An- 
nuity business increased 22%. Life in- 
surance in force stands at $342,478,000 
as against $323,880,021. Surplus stands 
at $3,030,600, up $692,845. Mortgages 
made during the year for $13,195,000 
brought a net increase of more than $8 
million in the mortgage account. 

Benefit payments were $5,960,532 in 
addition to ich $646,406 was paid 
under annuity contracts. Net rate of in- 
terest earned increased from 2.9% to 
3.03%. 


. COMMONWEALTH LIFE 


Commonwealth Life’s 1948 sales to- 
taled $84,520,763, representing an_ in- 
crease of 13% for ordinary and 20% for 
industrial. The 1948 gain of $47,050,563 
in life insurance in force brought total 
insurance in force to $395,053,146. The 
company has $53,290,922 of assets and 
$5,021,628 of policyholders surplus. 


FEDERAL LIFE, ILL. 

Assets of Federal Life of Chicago 
increased during 1948 to $28,472,535, 
up $1,685,582. Policyholders surplus 
stands at $2,719,231 as against $2,414,- 
268. Benefit payments were $3,976,053. 
Life premiums were $3,087,221 while 
A. & H. premiums accounted for $2,- 
534,361 of the total income of $6,942,- 
481. New A. H. premiums were 
$300,000. 

Life insurance in force increased to 
$5,306,642 to reach $120,793,770. Con- 
verting 1948 A. & H. premiums on the 
basis of $25 per $1,000 gives an equiva- 
lent of life insurance in force of $101,- 
374,450 for A. & H. business in force. 

Sales of life insurance for 1948 were 
approximately $24 million as against 
$21,449,000 in 1947. 


JOHN HANCOCK 

John Hancock’s 1948 new business 
was $1,324,806,459 as against $1,692,- 
811,919. Insurance in force at Dec. 31 
was $9,893,597,091 as against $9,029,372,- 
525. Assets are $2,464,642,100, up $235,- 
678,328. New investments made in 1948 
totaled $352,485,816. 

Total liabilities amounted to $2,273,- 
409,820. Exclusive of $18,158,000 for 
contingency reserves for group insur- 
ance and for fluctuations in security 
values, surplus is $173,074,279, or 7.61% 
of liabilities. More than one-third million 
dollars in benefits was paid every busi- 
ness day, 43% being in claims. 

John Hancock set aside for 1949 divi- 
dend payments $34,168,484, as compared 
with $30,557,552 for 1948, despite higher 
costs of operation and a continued low 
rate of interest on total investments. 
The industrial agents’ producton ex- 
ceeded that of 1947, resulting in a record 
average compensation to agents. 


LIFE OF GEORGIA 

Life of Georgia gained $100,232,136 
in force during 1948, 21% over 1947 
and a record for the company. Premium 
income rose 8% during the year and 
totaled $30,956,829. Life insurance in 
force stands at $572,752,425. Policy re- 
serves were raised 30% to $23,660,265. 
Surplus and capital mounted 9% to 
$11,384,238. 

Mortgage loans were more than dou- 
bled during the year to total $10,230,017, 
accounting for 26% of assets. The com- 
pany, which began to write ordinary 
in 1945; scored 36% of the gain in force 





in ordinary, bringing the total ordinary 
in force to $61,375,119. 


METROPOLITAN LIFE 


During 1948 Metropolitan Life paid 
out in death claims $263,780,754 to bene- 
ficiaries of about 235,000 policyholders. 
An additional $147,045,672 was paid out 
in matured endowments and annuities 
to some 450,000 individuals. In addition, 
$59,403,238 was paid out in disability 
and A. & H. benefits under about 650,- 
000 claims. These payments, plus divi- 
dends, cash surrender values, and other 
payments to policyholders, amounted to 
$721,366,364. Surplus is about 6% of 
liabilities, or $533,934,806. 

The company has $39,958,517,854 of 
life insurance in force under 46,527,002 
policies and certificates. Ordinary is 
$19,871,303,099; industrial, $9,901,870,- 
478; and group, $10,185,344,277. There 
are also outstanding 448,394 annuities 
and supplementary contracts. In addi- 
tion, 6,546,412 policies or certificates 
cover A. & H., hospitalization, surgical 
or medical expense, including, in the 
case of more than 850,000 families, hos- 
pital surgical or medical expense bene- 
fits for dependents. 

Life insurance sales were $2,904,157,- 
071, made up of $1,704,804,811 ordinary, 
$673,421,027 industrial, and $525,931,233 
of group. The corresponding 1947 total 
sale figure was $2,895,658,040, ordinary 
being $1,741,044,712; industrial $680,- 
225,549; and group $474,387,779. 

Reserve for dividends totals $152,067,- 
254, of which $67,721,254 is for ordinary 
policyholders; $46,732,000, on industrial 
policyholders; $28,050,000 on group (ex- 
cluding A. & H.); and $9,564,000 for 
A. & H: policyholders. 

Interest on total assets reversed the 
trend of many years and increased from 
2.94% to 3.03%, There was some in- 
crease in expenses. Mortality was 
slightly lower. The lapse rate was one 
of the best on record. 


MUTUAL TRUST LIFE 

Assets of Mutual Trust Life at Dec. 
31 stood at $101,465,863 as against $93,- 
875,313. Policyholders surplus is $8,- 
082,387 as against $7,300,147. Assets 
include $36,343,903 in U. S. government 
bonds, $23,132,409 in public utility bonds 
and $19,766,206 in mortgages. Insur- 
ance in force stands at $350,583,024, an 
increase of $13,435,841. Life insurance 
in force has more than doubled in the 
last 10 years. .New business was $32,- 
258,283 as against $47,523,089. 

Benefit payments were $5,237,668. 
Mortality experience was good. 


NATIONAL FIDELITY 


National Fidelity Life of Kansas City 
had a 15.7% increase in life and A. & H. 
production. Insurance in force stands 
at $58,184,756 as against $54,223,072 a 
year earlier. A. & H. premiums were 
$131,000 in 1948 as against $56,000. Pre- 
mium income increased 14.1% to reach 
$1,441,572. Total income was $1,862,000. 
Assets increased $794,036, to reach 
$10,495,051. There was a 15.8% gain in 
contingency reserves, bringing policy- 
holders’ surplus to $969,396. 


NEW YORK LIFE 

New York Life’s annual report shows 
an improvement in interest earnings, fa- 
vorably low mortality and higher ex 
penses. Provision for 1949 dividends is 
$45,700,000, or $5,500,000 higher than if 
the 1948 dividend scale had been main- 
tained. Dividends generally will + 
higher but in a few instances they will 
be the same or lower. 


Assets total $4,448,369,759, up $214,- 
(CONTINUED ON PAGE 24) 


H. L. Jamison Sees 
1949 as Biggest 


Year for Pensions 


Little Employer 
Resistance to Avowed 
Union Objective 


Herbert L. Jamison, New York pen- 
sion specialist, before the personnel con- 
ference of American Management Assn. 
at Chicago, heralded 1949 as the year 
in which more pensions will be es- 
tablished than ever before. In the face 
of dividends and corporate profits which 
are greater than ever, Mr. Jamison did 
not see how employers could put up 
too much resistance against the avowed 
pension aims of the big unions. 

Mr. Jamison advised his héarers that 
the corporation which places its pension 
plan with an insurance company has 
more assurance that the plan will be free 
of union distortion than if self-adminis- 
tered, because the insurance companies 
have developed sound procedures. On 
the other -hand, he warned his au- 
dience, which consisted of representa- 
tives of the outstanding businesses in 
the country, that if they place a plan 
through a man who is dependent entire- 
ly on insurance commissions it is diffi- 
cult to be certain that such a man has 
maintained an objective attitude. He 
advised, “Be skeptical of those who 
hold there is only one method. The 
pension plan may be a combination of 
several methods, tailor-made to fit the 
situation.” 


Should Retain Control 


The speaker cautioned that manage- 
ment should retain administration of the 
pension plan, and said that even a mod- 
estly conceived plan could develop into 
a Frankenstein monster if the union has 
control of its administration. 

He commented that while unions were 
at one time strong for management to 
pay the entire cost of pension they now 
go for contributory plans in the hope 
that this will enable them to have more 
to say about the scope in the adminis- 
tration of the plan. Employers are now 
averaging about 65 to 75% contribution. 
He termed group paid-up life a splendid 
solution to the question of whether the 
employer will pay group insurance pre- 
miums of a pensioner. 

He charged his hearers not to wait 
until they are hurried by labor to install 
pensions and said it is not only good 
employe relations but it is good business 
accounting to charge each year’s em- 
ploye depreciation to that year. 


Hancock to Negotiate 


UOPWA has announced that John 
Hancock has agreed to negotiate with 
the union on new contracts for the com- 
pany’s 5,400 industrial agents. The 
union on Feb. 7 gave the company 60 
days notice that it was terminating the 
present contract and has beew conduct- 
ing strike votes throughout the country. 
Any agreement is to be effective after 
the disposal of election proceedings be- 
fore the NLRB. 

The union also says it has met NLRB 
requirements for Taft-Hartley compli- 
ance by local unions and urged that the 
Prudential elections covering 14,500 
agents be held by Feb. 25, 
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Union Central 
Agents Gather 
af San Antonio 


SAN ANTONIO — An impressive 
series of announcements involving lib- 
eralizations of underwriting rules and 
introduction of new policies gave Union 





W. Howard Cox 


Richard 8. Rust 


Central agents at their national conven- 
tion here some welcome additional tools 
with which to implement the glowing 
picture of the business’s future which 
President W. Howard Cox drew for 
them. 

Declaring that “the golden age of life 
insurance is here, Mr. Cox listed such 
points as~the 13 million population 
growth in eight years, equivalent to 
adding a country the size of Canada; 
national gross production $260 billion in 
1949 as against $90 billion in 1940; per- 
sonal incomes of $216 billion as against 
$84 billion; total salaries and wages of 
$135 billion as against $48 billion, liquid 
assets of individuals $170 billion. 


Return to Sanity Will Help 


Present high levels can’t go on for- 
ever, he said, calling this a good sign, 
since it means the public is getting more 
discriminating about its spending. <A 
gradual return to sanity will be good 
for life insurance, he said, and will make 
the agent’s job easier. 

Mr. Cox paid tribute to the mutually 
cordial and beneficial relations of Texas 
and Union Central, recalling that the 
company entered the state in 1896 and 
didn’t withdraw despite the Robertson 
law. The company has $98,448,000 in 
force in Texas. 


Urges Intelligent Prospecting 


“Fundamentally this country will be 
prosperous in 1949,” he predicted. “A 
great majority of American families will 
continue to earn a good income. There 
will be thousands of people in every 
community who will continue to make 
a good living in 1949. Intelligent pros- 
pecting will pay. If you prospect in 
the group that has money and is making 
money, with the new tools the company 
is providing you, you can double your 
production in 1949.” 

Richard S. Rust, vice-president and 
secretary, presented the first conven- 
tion day’s announcements of liberaliza- 
tions designed to aid agents increase 
their production. These are liberaliza- 
tions of non-medical rules to permit 
agents to write insurance on non-med- 
ical applications in all territories where 
such applications are permitted by law 
on all ages from zero to 40—amounts 
limited to $10,000 ($5,000 in any one 
year); new height and weight tables; 
an increase in Union Central retention 
limits on all standard policies to 50% 
more than tabular limits previously pub- 
lished; and a greatly simplified form 
of application for juvenile policies. 


Leading Farm Agents 


More than 200 agents and officials of 
farm bureau companies in 15 states 
gathered at Biloxi, Miss., for the annual 
All-American Insurance 





There were 11 agents qualified by high 
production from each of the states. 


Conference.. 


‘49 Edition of “Who Writes What?” Issued; 
Now Lists Agencies Seeking Brokerage 


By LOUIS H. MARTIN 


Telling at a glance just which com- 
. panies will write the contract one is 
looking for, and answering all sorts of 
bothersome questions relating to brok- 
erage and surplus business, the new and 
considerably enlarged 1949 edition of 
“Who Writes What?” has just been is- 
sued by THE NATIONAL UNDERWRITER. 
This unique reference work, now in its 
eighth annual edition, is an especially 
handy tool because it practically elim- 
inates the old time-consuming job of 
writing, wiring or ’phoning around to 
find out what company will write the 
unusual cases. With “Who Writes 
What?” one needs only to consult its 
comprehensive topical index, turn to the 
page indicated and there, in one listing, 
find the companies that write the con- 
tract desired. In addition, many of the 
rules, practices, limits, contract provi- 
sions etc., are also shown in a clear con- 
cise manner. 

“Who Writes What?” is arranged by 
subjects—not by companies. Among the 
general classifications covered are sur- 
plus business, term insurance, investment 
contracts, non-medical, salary savings, 
disability income, single premium con- 
tracts, substandard, aviation, advance 
premiums, settlement options (and other 
policy provisions), limits, A. & H. hos- 
pitalization, group, and where companies 
operate. However, as practically all sub- 
jects are of an overlapping nature, the 
book is not divided into specific sec- 
tions—but instead each exhibit is care- 
fully indexed under all the questions it 
answers. 

Following the hurried revisions oc- 
casioned by the Guertin laws last year, 
most companies have now rearranged 
the coverages offered, getting into line 
on the new basis. Many new plans and 





than in 1947. 








LIFE 


Commentary 
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a COMMONWEALTH 


STEPPING AHEAD 


Commonwealth’s production figures for 1948 represent another 
brilliant chapter in the Company’s steady march of progress. 
In 1948, while the business as a whole reported Ordinary 
sales off 1% and Weekly Premium up 2%, Commonwealth 
reported gains of 13.6% and 20.7% respectively in these 
Departments and a 20.9% greater gain of insurance in force 


These splendid and significant production figures are eloquent 
and prophetic testimony to the magnificent performances of 
an expanded and enlightened field force. 


Commonwealth is very proud of its production record for 
1948, and particularly proud of the outstanding group of 
fieldmen who made that record. Another record-shattering 
year is anticipated by Commonwealth in 1949. 


Insurance in Force — December 31, 1948 — $395,053,146 


CUMMOUANWE ALTE 


INSURANCE 


new practices have been put into effect 
by numerous companies. Practically 
every company has made some import- 
ant changes for 1949. In addition to the 
myriad of questions answered by previ- 
ous editions, the new 1949 “Who Writes 
What?” covers a number of new sub- 
jects including joint term insurance, 
term at older ages, and juvenile insur- 
ance that quintuples at age 21. 

Another new and interesting section, 
answering the question of ‘“where-to- 
place-it?”, has been added in the 1949 
“Who Writes What?”. This is a new 
directory of agencies that devote special 


attention to brokerage and surplus busi- - 


ness. Here are shown, alphabetically ar- 
ranged by states and cities, several hun- 
dred agencies that offer a wide variety 
of brokerage service and actively solicit 
this business. 

“Who Writes What?” has become one 
of the most frequently used of all life 
insurance reference books because of its 
great convenience as a time and trouble 
saver. Both company and agency men 
use it as quick guide to what other com- 
panies are doing. Agency managers find 
it most helpful in working with agents 
on cases their company won’t accept. 
Personal producers have earned many 
substantial commissions using “Who 
Writes What?”, to learn where to place 
unusual cases. Each succeeding edition 
has gained substantially in popularity be- 
cause it provides the desired answers so 
easily. One may either spend a lot of 
time in frenzied search—or just turn to 
the latest “Who Writes What?” and 
find the answers immediately. Selling 
singly at $3, and less in quantities, the 
new 1949 edition may be obtained 
promptly by addressing The National 
Underwriter Co., 420 East Fourth street, 
Cincinnati 2, O., or any NATIONAL 
UNDERWRITER Office. 
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Hancock G.A.s Phi 
Hear Reports on Orc 
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President Paul F. Clark of John Hap. 
cock told the company’s general agents sa 
at their meeting in Boston that “jg Beast 
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turn out more goods and services.” for cart 
Gay Gives Production Figures Comp 
to mini 








New ordinary production of John}tyrn ho 
Hancock general agencies came within] Had | 
10% of their all time record of 194%I gency 
and exceeded a five-year average by 7%,| compan: 
Vice-president Clyde F. Gay said. 
A business program devoted to the Linco! 
promotion of direct mail, employe coun- 
seling, and the use of Hancock’s pro-}That | 
gramming material, “Visual Security,” 
was conducted by McKay Reed, Lowis-| Who : 
ville, president of the general agents} policies 
association. tion are 
A new supervisory plan for organiza-] Vey con 
tion development within the agencies} listing | 
was announced by Mr. Gay under} $10,000 
which the company and the general] accordin 
agents cooperate financially in develop-| the big b 
ing supervisors and general agency man-}¢s, ind 
agement candidates. manager 
Leading agent for 1948 in total vol-| ‘lerks, 
ume credits, ordinary volume, and ordi] mclassif 
nary premiums is Edward J. Kavanaugh] ¢ts, and 
of Columbus, O. Martha H. Boott off, The b 
the Boston general agency. whose sud-{g to t 
den death occurred on Feb. 12, was| Manager 
leading woman agent. tives, ski 
Leading ordinary agencies in order of salesmen 
production are: Bobst & Pitcher, Bos housewiv 
ton; Harry Gardiner. New York City,[¢s and | 
Edwin Erickson. Buffalo; Ralph Hoyer) Skilled 
Columbus; J. M. Clark, Peoria; Ferrelf ecutive 
M. Bean, Chicago; Swigert & Clarkgmen accc 
Baltimore; Dan W. Flickinger, Indian} * many 
apolis; M. L. Camps, New York City "mes the 
American Factors, Honolulu. combinec 
Vice-president Clarence W. Wyatt 
announced that production of more that Aware 
$360 million of new group life together Williar 
with additions on existing contracts I ano cje, 
creased the amount of group life insury i) "), 
ance in force to a new high of $1,930} econme 
045,526. A substantial growth was alsfwii (5 
experienced in group annuities, 19# for the 
premiums being $55,143,435, up $7,246; Angeles 
238. i 
New life insurance paid for through og 
pension trust and profit sharing piam} i, “7: 
amounted to $17 million. Applicati Angeles: 
totaled 23,000, up 23% Salary ded}. N, 
tion plans increased 5%. A. Soper 
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Phila. Companies 
Organize to Beat 


fransit Strike 


PHILADELPHIA—Local insurance 
companies were well prepared for the 
transit strike here and had made ar- 
rangements for employes to get to work 
during the strike days before it started. 

When the threat of the strike was 
announced they surveyed all personnel 
to locate the problem cases. These 
cases centered in northeast and south- 
west Philadelphia where most of the 
people who used the transit system live. 
Personnel from suburban Philadelphia 
and other areas commute by, train or 
car and would not be seriously affected. 
Once they found the problem employes 
they held conferences with each depart- 
ment head to find out what alternate 
methods of transportation were avail- 
able for them. Then they located per- 
sonnel who would use cars to drive to 
work and made arrangements for them 
to share their cars to help others get 
to the office. 

A careful map of the city was drawn 
up with hardship cases located and with 
an abundance of phone calls the whole 
operation went off smoothly. 

No Malingering 

Volunteer drivers agreed to handle 
four people per car and to keep their 
cars clear and avoid making individual 
arrangements which would have con- 
fused the major plan. Malingerers and 
shirkers were easily located by the 
transit map which told how many 
blocks personnel might have to walk 
to use alternate methods of transporta- 
tion. Generally, however, there were 
very few cases of those and company 
personnel all cooperated in solving the 
problem. Most companies took out 
high limit automobile liability policies 
for their protection and their employes’ 
for carryng the additional passengers. 

Companies closed one-half hour early 
to minimize delays in the employes’ re- 
turn home. 

Had the strike started with no emer- 
gency provision it could have brought 
company operations to a standstill. 


Lincoln Nat'l Lists Groups 
That Bought Most in 1948 


Who are the buyers of large insurance 
policies today? Answers to this ques- 
tion are suggested in the results of a sur- 
vey conducted by Lincoln National. Its 
listing of buyers of life policies of 
$10,000 or more for 1948 shows that 
according to number of policies bought, 
the big buyer groups were: Skilled work- 
ets, individual proprietors, executives, 
managers, professional men, salesmen, 
clerks, students, farmers, housewives, 
uclassified, unskilled workers and labor- 
ers, and teachers, 

The big buyer groups listed accord- 
ing to total amounts purchased were: 
Managers, individual proprietors, execu- 
tives, skilled workers, professional men, 
salesmen, clerks, farmers, students, 
housewives, unclassified, unskilled work- 
ers and laborers, and teachers. 

Skilled workers, individual proprietors, 
executives, managers and professional 
men accounted for more than four times 
as many policies and for more than four 
times the volume of all the other classes 
combined. 


Award Committee Named 


William E. Spinney, chairman of Los 
Angeles Life Insurance & Trust Coun- 
cil, has named a committee to make 
recommendations on the recipient of the 
Will G. Farrell award for achieving most 
for the good of life insurance in Los 
Angeles in 1948, It includes Fred C. 
Hathaway, Mutual Life, retired, chair- 
man; Joseph Charleville, managing di- 
rector Life Underwiters Assn. of Los 
Angeles; Albert E. Peyton, general 
agent, New England Mutual, and Leon 

Soper, manager, Phoenix Mutual. 
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Reese Honored 








Joseph H. Reese (right), general agent 
of Penn Mutual Life, was awarded the 
president’s cup and silver plaque as “man 
of the year” by the Philadelphia Life Un- 
derwriters Assn. at its annual luncheon 
and sales congress. On behalf of the asso- 
ciation, Dr. S. S. Huebner (left), president 
of the American College, and Taylor B 
Glading, Penn Mutual, association presi- 
dent, presented the awards to Mr. Reese. 

Mr. Reese was chosen for the highest 
honor bestowed by the association as “the 
man who has rendered the most outstand- 
ing service to the insurance industry and 
to the association and the most significant 
over-all contribution.” 








FEPC Minn. Hearing 


In a hearing on a fair employment 
practices bill for Minnesota, it was 
brought out that in less than half a 
dozen insurance offices in Minneapolis 
and St. Paul are Negroes employed. 

A senate bill exempts from insurance 
laws non-profit benefit and relief asso- 
ciations formed by public schools or 
Minnesota state high school league. This 
would legalize the practice of collecting 
a small fee from high school students 
to cover the expense of injuries to stu- 
dents while on school property. 


Union Health, Welfare Rather 
Than Laws Seen 1949 Trend 


Edwin E. Witte, chairman of the eco- 
nomics department of University of 
Wisconsin, voiced the opinion at the 
personnel conference of American Man- 
agement Assn. in Chicago that com- 
pulsory insurance and medical care 
legislation will make little headway this 
year on either the state or federal levels 
and, as a result of this, foresaw an even 
greater impetus to labor’s demands for 
health and welfare plans _ financed 
largely by employers. Professor Witte 
reasoned that disagreements over in- 
surance company participation and the 
extent of employe contributions would 
forestall any widespread installation of 
compulsory disability plans in the states. 
“T do not expect Congress at this ses- 
sion to enact a compulsory health in- 
surance law. Much more likely is the 
further extension of public medical care 
—something like the Taft bill in the 
80th Congress which proposed federal 
aid to the states for care at public ex- 
pense to the medically indigent,” he 
declared. 

Rather than any compulsory govern- 
ment legislation, Mr. Witte envisioned 
increased pressure from unions to the 
point where many of the large ones will 
be demanding something life 5% of the 
payroll for health and death benefits. 
He predicted a much greater use of the 
trustee device in providing disability 
and death coverages for workers and 
warned that, though the trustee plan 
may somewhat lessen the responsibility 
of employers, they clearly remain part- 
ners and should know the liabilities 
they are imposing upon themselves. 

Mr. Witte commented that there are 
currently more than 3 million workers 
covered by health and welfare funds. 
Of these plans, few provide medical 
services in kind, though there is a tend- 











Three Essentials 


John W. Fuss, Manager of Sales Promotion in the 
Penn Mutual’s Joseph H. Reese Agency, Philadelphia: 


“In any Direct Mail program there are three essen- 
tials. You must have a good offer, a good letter, and 
a good list. There are three basic kinds of Direct Mail, 
—prestige-building, reply-seeking and interview-seeking. 
It is necessary that your program be carefully thought 
out and that you establish regular schedules and pro- 
cedures. All three types of Direct Mail should be in- 
corporated into your program because each, of course, 
serves a different purpose. 


“There are two other collateral uses for Direct Mail. 
The first is for ‘spot opportunities’ provided to the agent 
by such things as changes in tax laws, rate changes, 
bonus payments, special groups. These offer opportu- 
nities for special Direct Mail campaigns. The second is 
of mailings with a proven high rate of repliers, mail 
that will quickly give you a large number of people to 
call on to get you back to work.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 

















ency to set up union health centers for 
this purpose. Most of these plans are 
contributory. 

The speaker indicated that most 
unions will be seeking these health and 
welfare plans as a supplement to gov- 
ernment insurance, but some unions are 
acting independently of either the gov- 
ernment or employer. This is demon- 
strated the most graphically by the 
United Mine Workers who are planning 
a complete retirement and health pro- 
gram. He indicated that UMW will 
retain the health and welfare fund lead 
by negotiating next month for a health 
care program. 


Unilateral Plans Unsatisfactory 


He said that few unions of any size 
are satisfied any longer with group pro- 
grams established unilaterally by em- 
ployers. They look for government sup- 
plements and they demand a voice in 
benefits and administration. The CIO 
unions are now demanding liberal, bar- 
gained retirement, death, disability, hos- 
pitalization, surgical and medical care 
plans to be administered by trustees. 
These aggressive unions want employ- 
ers to pay the whole cost. 

The Wisconsin economist issued a 
final warning that health and welfare 
plans in industry will not spike per- 
manently demand for a government sys- 
tem of health and disability insurance. 
As a matter of fact, he indicated that 
they will quite possibly inctease the 
sense of inequality among the vast num- 
bers of Americans who are not working 
in industry and not eligible for these 
liberal benefits. 

On the same program, W. Ward 
Donohoe, of the insurance department 
of Standard Oil of New Jersey, treating 
compulsory state disability legislation, 
said that even though legislative com- 
pulsions may eventually be exercised, 
the employer who has previously estab- 
lished a voluntary plan will find it 
worthwhile. Mr. Donohoe emphasized 
that the improved employe relations re- 
sulting from such efforts are almost 
certain to create a favorable climate 
which will facilitate solution of any 
problems involved in adjusting volun- 
tary plans to meeting the requirements 
of a compulsory law. 


Four Strong Possibilities 


Mr. Donohoe commented that there 
is a better than even chance of com- 
pulsory state legislation being passed in 
Massachusetts, Connecticut, Washing- 
ton and Wisconsin. At the present time, 
he indicated that approximately seven 
million employes are covered by disa- 
bility legislation. If only these four 
states are added to the list this year, 
more than half the workers covered by 
unemployment insurance will be subject 
to temporary disability legislation. 

The speaker said that the employer, 
whose voluntary plan covers employes 
in more than one state must consider 
the impact of his overall program if the 
adoption of an approved private plan ex- 
tends additional benefits to the em- 
ployes in one state with a temporary 
disability law while employes in other 
states continue to receive only the bene- 
fits of the employer’s general plan. One 
solution to this problem has been the 
requirement of employe contributions 
to meet the cost of the additional legally 
required benefits, particularly where the 
voluntary plan has been non-contribu- 
tory. He commented that experience 
to date has shown that such employe 
contributions have forestalled any de- 
mand from employes in other states. 

Mr. Donohoe told the personnel men 
not to worry about obtaining the con- 
sent of a majority of employes to a pro- 
posed private plan under a disabilit 
law. He said that out of the 12,000 pri- 
vate plans that have been approved in 
New Jersey, he did not know of a single 

(CONTINUED ON PAGE 23) 
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Whipple Asks 
Latitude on 


Investments in N. Y. 


NEW YORK —Complying with re- 
quest of the joint legislative committee 
on insurance rates at its recent Albany 
hearing, Oliver M. Whipple, financial 
vice-president of Mutual Life, has writ- 
ten to Senator Mahoney suggesting 
that the New York insurance law re- 
stricting company investments be liber- 
alized. The revision, he said, would put 
New York companies on a more com- 
petitive basis with out-of-state insurers. 

He requested the committee to con- 
sider revising the New York law to 
make it similar to regulations in Massa- 
chusetts and Connecticut and points out 
that a modification in line with the law 
in Pennsylvania, Oregon, and other 
states wouid be an improvement, 

“The addition of an unrestricted pro- 
vision to the New York law should not 
materially affect the securities valuation 
problem,” he said, noting that Superin- 
tendent Dineen is concerned over that 
problem. A copy of his letter went to 
Mr. Dineen. 


What Other States Allow 


His proposal asks for a_ provision 
allowing “unrestricted investments, per- 
haps limited to a percentage of assets 
or surplus or related to both.” 

The Connecticut law allows unre- 
stricted investments up to 5% of assets, 
while the Oregon law is similar but re- 
lates the limitation by percentage to 
assets and surplus. Massachusetts law 
permits a substantially larger amount of 
assets to be invested outside the usual 
legal limits, Mr. Whipple said, but the 
statutory provision does not permit fully 
unrestricted investments. 

Reporting that his company has 
cabled to one British company to get 
further information, he said that there 





progress. 


NEW YORK 


are no restrictions on life company in- 
vestments there, but added that he did 
not advocate the granting of any such 
wide latitude. 


Plan Kansas Congress 
and Annual Meeting 


Kansas Assn. of Life Underwriters is 
completing plans for its annual meeting 
and sales congress May 13-14 at Wich- 
ita. Program chairman is Don Mitchell, 
New York Life, Wichita, 2d vice-presi- 
dent of the Kansas association, assisted 
by Ray T. Wright, Provident Mutual, 
Lawrence, N.A.L.U. trustee. 

Officers and directors will meet May 
13. That night the general agents and 
managers will hold their annual dinner 
meeting with Judd C. Benson, Union 
Central, Cincinnati, vice-president of 


N.A.L.U., as speaker. He will also speak 
at the sales congress the next day. 

Kansas Leaders Round Table also will 
hold its dinner meeting that night, with 
Frank M. See, New England Mutual, 
St. Louis, as speaker. 

May 14 will be devoted entirely to the 
sales congress, with five “quality” speak- 
ers. Rex Lear, Farmers Life, Salina, is 
president this year and Mrs. Minna W. 
Hensley, Franklin Life, Salina, is sec- 
retary. 


F. A. Tatum Resigns 


F. A. Tatum, general agent of Pa- 
cific Mutual Life at Portland, Ore., has 
resigned. No successor has yet been 
named and in the meantime the agency 
will be operated as an interim branch 
office under the supervision of Mrs. 
Grace Meng, cashier. 


Propose F. H. Thomas 
for U. S. Chamber Post 


Frank H. Thomas, president of Fire 
Association and executive committee. 
man of the National Board of Fire 
Underwriters, has been proposed for 
nomination as a director of U. S. cham. 
ber of commerce to represent the 
chamber’s insurance department. He 
has been endorsed by the presidents of 
a number of insurance organizations, 


N. H. Investment Bill 


A bill has been introduced in the New 
Hampshire legislature to permit domes. 
tic life companies to invest up to 5% of 
assets in any way the directors see fit, 
An amendment is being made to require 
the insurance commissioner to assent to 
any such investment. 





Companies’ 1948 Year-end Figures Are Shown 








Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy- Bus. Force Dec. in Ins. Income Paid Disburs, 
Assets Assets holders 1948 31, 1948 in Force 1948 1948 1948 
$ $ $ $ $ $ 
pe ey St oe rae 56,401,635 2,960,779 4,695,043 38,009,447 239,239,957 21,245,576 5,657,196 2,261,005 5,689,250 
Commercial, Ariz. ......... 692,930 470,311 302,519 30,340,029 32,351,596 25,153,987 708,862 22,885 429,033 
Connecticut General ........ 685,880,821 69,786,984 50,584,831 350,030,300 2,832,105,167 443,818,240 110,408,600 46,115,304 72,857,627 
Expressmen’s Mutual ...... 13,869,716 525,567 1,528,848 3,195,150 43,252,209 1,124,479 1,053,936 678,311 980,129 
Great American Reserve.... 2,482,967 682,727 595,105 16,426,057 33,383,396 10,370,255 731,284 39,703 1,896,012 
Great Northwest .......... 3,907,412 483,221 639,381 4,899,237 22,062,624 2,862,224 615,641 142,936 469,949 
Guarantee Mutual .......... 55,913,937 4,945,636 4,534,084 29,583,361 262,943,848 14,662,615 7,818,876 2,695,938 5,481,752 
PERN BED. gece voce ssceve 28,071,259 4,242,950 2,250,000 59,063,135 278,178,193 19,980,786 8,096,332 1,551,111 4,896,628 
Pete -Continent «2s 6... ete’ 12,457,347 798,149 1,312,931 9,273,379 58,153,004 4,655,417 1,613,200 555,225 1,272,477 
Moderne, Minn. ...... cece 4,012,502 186,049 237,589 2,176,287 17,401,299 —153,221 391,932 175,307 373,585 
National L. & A. ........... 277,252,836 32,189,890 6,297,503 443,206,088  2,045,684,151 245,132,820 67,033,595 16,372,644 45,552,958 
National, Canada .......... 21,915,128 1,154,245 105,105 14,998,948 115,154,453 6,954,647 2,694,103 1,263,666 3,505,164 
oe! Eee 13,929,329 1,138,009 969,699 7,069,798 62,029,712 1,792,505 1,718,201 815,229 1,307,664 
Northwestern Mutual ......2,291,225,105 135,133,203 148,995,686 439,648,854 5,730,312,586 328,504,995 217,057,235 131,405,636 196,566,765 
Policyholder’s National 8,917,069 1,399,907 1,148,999 9,273,231 56,896,106 6,396,480 1,722,323 234,889 849,856 
ETL” «in 0:6 0 se'0'4 0-9 4%s 8's ts 6,307,543 479,199 753,921 7,654,452 40,440,468 2,733,208 1,095,805 307,495 865,415 
Security Life & Trust....... 21,573,447 2,614,116 1,040,480 73,419,157 205,464,105 33,454,203 4,861,862 1,282,548 3,141,148 
StamGard, Ore.) 22.0.2 cssees 37,693,730 2,634,883 2,306,203 16,157,495 128,895,170 9,290,686 4,058,566 1,955,250 3,658,339 
Standard, Pittsburgh 8,291,117 264,021 307,195 3,156,739 27,309,215 934,740 689,062 455,087 871,732 
Sun Life, Canada ..... . .1,490,870,041 68,887,128 95,756,639 602,449,351 4,089,234,182 251,510,023 151,929,556 107,689,093 171,257,261 
Wetenm Comtrel ..6s ses. c ees 604,648,404 20,071,602 25,862,805 95,586,242 1,368,308,568 31,111,881 41,108,776 33,410,839 56,376,923 
United Services Life........ 3,696,189 587,459 411,581 9,910,927 41,428,428 7,617,881 910,532 161,817 569,519 
Volunteer State ............ 41,752,270 2,343,413 2,738,830 16,506,297 146,354,562 5,846,058 3,912,803 2,247,567 4,101,655 
FRATERNALS 
Aid Assn. for Lutherans.... 105,630,625 13,230,428 6,994,748 58,709,616 462,928,342 49,002,405 13,153,832 4,179,995 7,529,743 
oe OO Oe OTP OT Tee 10,611,626 Seek... anew > 3,129,381 43,368,347 1,158,734 1,053,184 567,334 1,017,089 
SEIS. fy 5s 65c bof aip 8.49 bp.2'9 b8 15,444,163 558,670 598,438 5,609,671 60,560,449 1,777,649 1,498,289 938,503 1,510,573 
United Workmen, Kan...... 5,239,198 137,652 245,477 565,000 13,643,668 1,466,315 312,415 541,851 651,483 
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of the Olecident Lines 


NDERWRITING of the Accident & Health lines has been a matter of 
daily study by the Employers since January 1, 1916, when our assets 
grossed $380,291. 


Reinsurance service up to the hour in scope and in efficiency. 


ROWTH in financial structure has kept pace with underwriting 


A THIRD OF A CENTURY of detailed specialization has kept our 


ODAY — Employers service and strength in this field are unexcelled — 
an underwriting aid you can use with profit and unreserved confidence. 


ASSETS ........$42,371,002 
LIABILITIES 
Reserves ........$32,371,002 
Capital ......... 2,000,000 
' Surplus ......... 8,000,000 
$42,371,002 


Employers Reinsurance Corporation 


KANSAS CITY, MISSOURI 


CHICAGO 


SAN FRANCISCO 


DECEMBER 31, 1948 


LOS ANGELES 














7 18, 1949) February 18, 1949 LIFE INSURANCE EDITION 5 


= 
——————= 








this LNL ad appears in SATURDAY EVENING POST, February 12 and LIFE, February 14. 
st 


nt of Fire 
‘ommittee. 
1 of Fire 
posed for 
. S. cham. 
esent the 
ment. He 
sidents of 
zations, 


e Its Name 


nit domes. 
» to 5% of 
yrs see fit, 
to require 
» assent to 


| Fike beeen cars 


cece 
A 
Total 
Disburs, 
1948 


ts Character 


45,552,958 
3,505,164 
1,307,664 

196,566,765 
849,856 
865,415 
3,141,148 
3,658,339 
871,732 
171,257,261 
56,376,923 
569,519 
4,101,655 


7,529,743 
1,017,089 
1,510,573 

651,483 





In adopting the name of Abraham 
Lincoln, this company assumed the 
responsibility of measuring up to that 
great name — in character, integrity and 


thoughtful, human service. 


. THE LINCOLN NATIONAL 
LIFE INSURANCE COMPANY 


FORT WAYNE 1, INDIANA 
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Philadelphians Hear How to 
Make ‘49 a Big Year 





PHILADELPHIA — Organize your 
sales methods and give yourself a track 
to run on, Fred Brand, Connecticut Mu- 
tual, Pittsburgh, said at the annual sales 
congress of Philadelphia Life Under- 
writers Assn. Pick any sales methods 
you want but make it definite and then 
stick to it, he suggested. : 

A man is as he thinks, he said, urg- 
ing the producer looking forward to 
the end of 1949 to take a good stiff 
quota and stick his neck out, putting 
himself on the spot and obligating him- 
self to do an outstanding job. Have a 
“well of action” he suggested, defining 
this as a place where one goes when 
he is down in the dumps and just can’t 
seem to give a policy away. It may 
be your general agent, a good friend, a 
church, or your gardener, he stated, but 
have one to bring you out of the dol- 
drums and keep you thinking “plus” 
about your business. 

He suggested spending 60% of the 
time in finding out the prospect’s prob- 
lem, 30% on the solution to the prob- 
lem, and 10% in getting action, Put the 














THE 


HOME OFFICE, NEWARK, N. J. 


application on the prospect’s desk along 
with the proposal so that he gets used 
to it and isn’t afraid of it, he said. 

“IT find that a great many men in our 
business have never studied the close,” 
he said. “In getting action I know that 
I have to fight, assume the prospect 
will say yes, find out his real objection, 
and keep him on the defense. Get his 
objections off his chest right away and 
then throw the answers right back to 
him until he has none left.” 

On the approach on partnership in- 
surance, “You’ve got to spend 60% of 
your time making the individual realize 
what a terrific problem it would be if 
either he or his partner died. No use 
showing him any solution, no use trying 
to get any data, unless you can get him 
stirred up and worried about his situa- 
tion. Ask him if he would like to take 
his partner’s wife, or his partner’s wife’s 
second husband into the business? Does 
he think he could settle on a fair price 
for his partner’s share with his part- 
ner’s wife?” 

Have a target of opportunity in re- 


verse, Kenneth L, Anderson, assistant 
general agent, Provident Mutual, New 
York City, said. He recalled that dur- 
ing the war when the air corps was un- 
able to accomplish its original mission 
it always had in reserve a secondary 
function, perhaps incidental to the first, 
which oftentimes was even more pro- 
ductive. On the way to the office the 
agent may run into a fellow he hasn’t 
seen for years and be able to make a 
date for luncheon the following week. 
While in one prospect’s neighborhood 
he can drop in to see another friend and 
may learn that he has just become a 
father or recently bought a house. While 
in one man’s office his associate may 
drop in for a moment and after the 
introduction he can be filed by the agent 
as a prospect, 

Sell dignity as well as security, he 
suggested. There is no security in $50 
a month for a wife and two children 
for any number of years because with 
that sum there can be no dignity, he 
stated. The agent is a vendor of se- 
curity, the merchant of dignity. 

Interest your wife in your business, 
he suggested, for she can be a prospector 
too. She is the one who meets the gro- 
cer, the butcher, the tailor, the decorator, 
the member of the family who sees 
those people. Make your job a family 
partnership, he said. 





Prudential 


was a little man whose protection was in 
his sling; with it he was able to overcome 
the giant Goliath. It was his "equalizer" 
and made up for what he lacked in size. 


Nowadays the "little" man, the young 
man just starting out, finds it difficult to 
build an estate to protect his family. He 
too needs an "equalizer" during those 
early, low-earning years. 


That's the function of the Modified 
Life 5. During the first five years the 
premium is only one-half the subsequent 
rate—at age 30 only $65.10 annually per 
$5,000 face amount for the first five 
years, $130.20 thereafter. 


and their clients know that the Modified 
5 is the young man's "equalizer." 


PRUDENTIAL 
INSURANCE COMPANY OF AMERICA 


a mutual life insurance company 


WESTERN HOME OFFICE, LOS ANGELES, CALIF. 


representatives, Brokers 
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Continental Cas. 
Complements Mutua] 
Benefit Life Cover 


An arrangement has been effected 
whereby Continental Casualty will write 
non-cancellable accidental death benefits 
up to $50,000 as a complement to life 
business written by Mutual Benefit Life 
agents. This coverage has been designed 
especially by the Continental special 
risks division and may be continued even 
if the life insurance sold in conjunction 
with it is dropped. There are no unnec. 
essary exclusions and coverage is not 
limited to certain travel and other speci. 
fied accidents. ‘ 

The life company has recognized the 
merits of double indemnity protection, 
though it has refrained from writing the 
coverage because of a feeling that it 
should be written as a casualty form, 
Heretofore, Mutual Benefit agents have 
met the demand for double indemnity 
by writing a corresponding amount of 
standard accident business. The two 
companies indicate that the new cover. 
age goes beyond the limits of double 
indemnity usually written by life com- 
panies. 





Hutchison Boston Speaker 


William N. Hutchison, president of 
International Claim Assn. speaking be- 
fore Boston Life & Accident Claim 
Assn. discussed the contributions local 
claim associations make in the interests 
of the insurancce industry. He said the 
public has come to look upon insurance 
with ever increasing respect and conf- 
dence, as is best illustrated by the re 
markable growth in the amount of A, 
& H. and life insurance in force and in 
the number of people insured. 

“Tt should always be remembered that 
we are dealing with people who are ill, 
injured, or burdened with grief,” Mr. 
Hutchison said. “We are dealing in 
terms of human relations, and it is easy 
to see why people under the emotional 
stress of illness, injury, or death might 
appear at times to be unreasonable, 
However, our experience should enable 
us to evaluate their attitude in the light 
of the facts. . Dissatisfaction of the 
claimants results in criticism not only of 
the particular company against which 
such criticism is directed but of the good 
name of insurance itself.” 

















The President’s Cup, State Mutual Life’ 
highest agency award, was won for 1948 by 
the G. Harold Moore agency, Pittsburgh 
Shown above are President George 
White of State Mutual (left), and Mr 
Moore. The cup was inaugurated in 19 
to give recognition for achievement base 
on eight important management fact 
with particular emphasis on producti 
from new fulltime career men. The Moort 
agency’s score was the highest since 
cup has been awarded. Presentation 
made at a dinner of the general agent 
association at Worcester on the eve of th 
annual policyholders’ meeting. Runne 
was the Jeff Gros agency of Memphis, 
1944 winner. ~: 
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Sales Ideas and Suggestions 


——=—= 








Robert A. Judd's Simplified Visual Sales Diagrams Are Shown 





$10,000 Ordinary Life, Premium to Age 65 











$10,000 Retirement Income Policy 


$16,650 guaranteed 
$100 a month for life (120 


cash or 




























































































Sth yr. 10th yr. i15thyr. 20thyr. 25thyr. 30th yr. 
st zt aa x xr z months certain). 
| Sires yer A or 
»702 is available in 
guaranteed cash or $14,200 guaranteed cash — or 
monthly income $36.18 a month income for life 
for life (120 mos. guar- $14,200 etc. (120 months guaranteed). 
anteed). 
Sth yr. 10th yr. 15th yr. 20th yr. 
$6,490 of protection, ete. $11,480, etc. $11,480 cash or $69 monthly ine, 
$8,660 cash or $52.50 monthly 
$5,540 of protection, etc. $8,660 etc. income. 
t $5,780 cash or $34.60 monthly 
$4,420 of protection, etc., etc $5,780, ete. a ta lg 
$3,140 of protection fully paid for, etc., etc. $2,710 of protection fully paid for and 
guaranteed to endow at age 65. 
$1,660 of protection is fuily paid-for your entire lifetime and you 
continue to share in the company’s surplus earnings. Age 40 45 50 55 60 65 
Age 40 45 50 55 60 65 $509.20 |$2,546 [$5,090 /$7,636 |sso.ass $12,730 
$276.1 »380, 761 $4,141 $5,524 
weal we nich tome ‘ A monthly deposit of only $45 a month during your normal earning years 
will yield you $100 a month at age 65 and $10,000 of life insurance now. For 











A monthly deposit of only $23.93 during your earning years will yield all 
the results diagrammed above and for only $1.59 additional a month the 
company will guarantee to pay all premiums for you in case you become 


totally disabled. 








4 totally disabled. , 


an additional premium of $1.30 a month the company will pay $20,000 in 
case death proves to be accidental and for $1.80 a month additional the 
company will guarantee to pay all premiums for you in case you become 








So much interest has been shown by 
agents in getting copies of the visual 
sales presentation diagrams exhibited by 
Robert A. Judd, Phoenix Mutual, Madi- 
son, Wis., in his talk at the Chicago Life 
Underwriters Assn.’s first Saturday 
forum that two of the principal ones are 


reproduced herewith. The first one is 
based on a Mutual Benefit Life policy, 
ordinary life with premiums paid until 
age 65, the purpose being to use it as 
a supplement to social security as well 
as for life insurance protection. Since a 


large part of the success of these dia- 
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"He is openminded.” 


ers that age | 
ness is not "gi 
majori 


week. 


Clifford L. 





CLY McMillen 
Ciaowt 


Albert Edward Wiggam in his book "The Marks of 
an Educated Man" hits the nail right on the head 
when he gives as a first requirement— 


Mr. Wiggam proves to the satisfaction of all read- 
to general opinion openminded- 
from heaven at least with the - 
of us" but the most difficult yet the most 
worthwhile achievement the human mind can make. 


There are other distinguishing marks discussed by 


Mr. Wiggam and agreed to by psychologists and 
educators alike that will appear in this space next 


347 Madison Avenue 
New York 17, New York 


No. 6 of a series—No. 5 appeared last week. 


McMillen 




















grams is to show the prospect where 
he would stand in case he has to dis- 
continue his policy, the figures hung 
from the bottom line show how much 
he ‘has paid in at each five-year interval, 
while on the succeeding lines above the 
base line are shown the amounts of 
paid-up insurance and for age 65 there 
is also shown the guaranteed cash value 
and its equivalent in monthly life in- 
come with 120 months guaranteed. Mr. 
Judd said that the feature of “hanging 
it from the top” makes the diagram 
easy for the prospect to understand. 

Mr. Judd also showed diagrams for 
20-payment life and for life paid-up at 
65 but these diagrams are so similar 
to the ordinary life diagram that they 
are not shown here. The other diagram 
shown is for retirement income and be- 
cause the cash value eventually exceeds 
the face amount of insurance it is dia- 
grammed in somewhat different form 
from the other three policies which he 
discussed. 


Association Should Know 
Aim Before Group Bidding 


Personal producers can be of great 
help to themselves and to the group 
writing companies if, on prospective as- 
sociation group cases, they will make it 
clear that the association body in ques- 
tion must meet and decide what kind of 
an insurance program it wants before 
insurance companies will submit bids. 
A great deal of confusion has arisen on 
this point and perhaps some association 
group cases have been lost because the 
personal producer has left the impression 
with the association that the insurance 
companies will step up and make bids 
out of the blue and that from these bids 
the association can figure out how ex- 
Pansive a program it wants. 

This is definitely cart before the 
horse procedure and most of the insur- 
ance companies won’t operate in this 
manner. Home office group representa- 
tives are too busy to submit such a 
blind proposal. This would involve 
wasted effort because association officers 
are seldom armed with authority to 
make decisions unless a meeting has 
been called in advance to acquaint them 
with wishes of the members. What 
the producer should do is ask the asso- 


ciation to call an official meeting to de- 
termine what sort of a program the 
association is likely to approve. Then 
the association can throw the matter 
open to bids and the insurance com- 
panies will be glad to draw them up. 








Assuring More Than 
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Serving Policyholders 
from Coast to Coast 


wannans Lefe company 
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Probing for Peg to Hang Motivation on 
Held Vital in Business Insurance Sale 








In selling business insurance, as in a practical solution in the light of the 


selling other coverages, there is danger desired end. Then the agent is in a posi- 


that the agent will 
try so hard to sell 
the prospect what 
it appears he ought 
to buy that he will 
overlook probing 
for the sub-surface 
reasons that can be 
turned into moti- 
vating points. This 
was brought out 
forcefully at the 
Chicago Life Un- 
derwriters Assn. 
second Saturday 
morning sales for- 
um by both speak- 
ers, A. H. Kollenberg, Mutual Benefit 
Life, Grand Rapids, and J. Lowell Craig, 
Northwestern Mutual, Indianapolis. 

Mr. Kollenberg told of a case where 
he tried several approaches but got no- 
where until he pointed out that the sal- 
aries of the two largest stockholders 
were much greater than their dividends, 
and that while the two together owned 
more than 51% of the stock, if one of 
them should die, his heirs and the own- 
ers of the other 48% of the stock might 
decide that the survivor was not worth 
the large salary he was getting. The re- 
sult was $50,000 on the life of each of 
the two men. This sale led to $120,000 
more on other key men and to a $50,000 
,sale on the older man for taxes. 


Must Probe for Openings 


Mr. Kollenberg emphasized that if 
given sound reasons men will buy but 
the place to find them is in the prospect’s 
mind, in remarks that he drops unguard- 
edly, for which the agent must be on 
the alert. Even objections enable the 
agent to find out what is in the pros- 
pect’s mind. Once he finds the peg to 
hang his sales argument on, then he can 
go to town. ; 

Often it is necessary to stimulate the 
prospect’s thinking before he himself 
knows what he thinks. For example, 
Mr. Kollenberg asked one prospect, a 
sole proprietor, “Would you want your 
wife to invest in this business if you 
were out of it?” The answer was em- 
phatically no. Mr. Kollenberg then 
asked, ‘Why not fix it so she would not 
be in the position of having all her as- 
sets tied up in this way if you should 
die?” This prospect had plowed back 
into his business al the money he did 
not need for living expenses but it was 
obvious that his investment, if he were 
to die, could be liquidated for only about 
25 cents on the dollar. Mr. Kollenberg 
suggested that instead of plowing back 
all his extra income into the business he 
use only 95% and put the rest into life 
insurance. This appeal proved successful. 


Would Insure Brain if Machine 


Another appeal used by Mr. Kollen- 
berg is this: “If you had a machine to 
do the work your brain does, wouldn’t 
you insure it? If your temperature goes 
up two degrees your wife calls the doc- 
tor. If it goes down five degrees she 
calls the undertaker. There is no ma- 
chine in your plant that operates on such 
a narrow margin.” 

Partnership insurance, said Mr. Kol- 
lenberg, is the easiest to sell. Just show- 
ing the prospect a copy of the law on 
what happens at the death of a partner 
will usually start him thinking. Also he 
advised the agent against assuming a 
hostile attitude toward an existing part- 
nership agreement. Instead, he should 
compliment the prospect and tell him, 
“Your agreement is fine. Your plan gives 
you time; my plan gives you money, and 
gives you, as the survivor, the business.” 


CRAIG'S TALK 


Mr. Craig, like Mr., Kollenberg, 
Stressed the need of finding out what the 
Prospect’s problems are as he sees them 
in order to help guide his thinking to 





A. H. Kollenberg 
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tion to know what the prospect will buy. 
He said his percentage of sales to inter- 
views had gone up about 300% since he 
began using this type of approach. 

Mr. Craig favors written proposals for 
the closing interview so as to make the 
proposal more adequate and to crystal- 
lize his own thinking. He covers first 
the essential facts of the problem, second 
its solution and third how life insur- 


ance fits as a funding agency. He does 
this in the least possible number of 
words and avoids technical problems. In 
the insurance section the only figures he 
uses are the first and second year pre- 
miums and a reference to an appendix, 
where there is a ledger statement. Mr. 
Craig said that there is a definite lack of 
good visual sales material for both the 
approach and presentation of business 
life insurance. Such material would be 


highly desirable because buy-and-sell 


agreements are a strange animal to many 
prospects. Describing them is like try- 
ing to explain to someone who has never 
seen a coat and doesn’t know what it is 
and doesn’t know how to go about put- 


ting on a coat. 

The agent, who sells business insur- 
ance, says Mr. Craig, has an obligation 
to. follow through and see that the attor- 
ney, the accountant and the trust officer 
all work together to finish the iob. Even 
though there may be obstacles, it is up 
to the agent to finish what he has start- 
ed. There is also the point that if the 
attorney finds he can lean on the agent 
a little he may invite him to help out on 
a similar problem with another client. 
In fact the accountant and trust officer 
can also be real centers of influence if 
the agent shows that he is objective, has 
an open mind and is not just trying to 
sell life insurance by a new device. 





NZ 


THERE'S STILL GOLD IN CALIFORNIA... 
FOR FRANKLIN LIFE REPRESENTATIVES 


In January 1947, George Landis, a human dynamo with incom- 
parable selling and organizing talents, was appointed Regional 
Sales Director in Southern California. His results have been 
phenomenal. 
During 1947 business received from the Southern California 
Division amounted to $16,000,000. Last year their sales totaled 
over $25,000,000. 


During 1948 the top ten representatives in this division av- 
eraged cash earnings of $15,600. 


An additional ten men averaged above $8,400. (Over $700 per 


month.) 


One representative in his third month in the business was paid 
$2,263.41. Another, in the business only nine months, has av- 
eraged more than $1,000 per month... his latest check being 
$1,515. Another, new in the business last May, has averaged 
well above $700 per month. 


But great as are these accomplishments, George Landis is far 
from satisfied. Calmly he says, “We have just started rolling.” 
During 1949 he has a goal of: $30,000,000. And he concludes, 
‘We focus all our attention on our three unique and ex- 
clusive Franklin contracts. Without them we could not 
have accomplished these results.’’ 





CHAS. E. BECKER, PRESIDENT 


INSURANCE 
COMPANY 


SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 ~ 


One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over $650,000,000.00 insurance in force. 
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Simon Tells Need 
of Boosting Values 
in Business Cases 


Many business insurance policies that 
were adequate when written are decideiy 


inadequate today 
and need increas- 
ing, Leon Gilbert 


Simon, indepen- 
dent, New York 
City, told the 
Omaha Life Un- 
derwriters Assn. 
For example, a key 
man who might 
have been worth, 
say, $10,000 to the 
business on the old 
basis may be worth 





twice that under 

today’s conditions. aa 
While this should -_T 
be generally realized, Mr. Simon has 


found that in many cases the agent who 
wrote the policy has done nothing to 
bring it up to date. Mr. Simon has fre- 
quently increased business written by 
other agents. 

Mr. Simon warned against being too 


ready to accept a prospect’s statement 
that he has an agreement and business 
insurance. The agent should always 
ask to review the agreement and the val- 
ues that it places on the business, for 
the value placed on a life 10 or 12 years 
ago is nearly always far out of line to- 
day. 


Should “Retool” in ~49 


Agents who expect to make the most 
of business insurance sales opportu- 
nities in 1950 should regard 1949 as a 
“retooling” year, adding to their knowl- 
edge and polishing up their sales tech- 
niques in realization that the easy sell- 
ing days for business insurance are gone, 
Mr. Simon said. 

Agents selling business insurance, he 
said, will prosper according to their 
capacity and during this year and next 
there will be a lot of agents who can’t 
or won't keep up with the new level of 
competence that will be required. 

The big results of “retooling” will 
come in 1950, he said, but some will be 
clever enough to use the new equip- 
ment this year. Mr. Simon also made 
the same talk at Wichita. 

Speaking later at Denver, before an 
audience that included lawyers, trust 
officers and accountants, he talked on 
cooperation between agents and lawyers. 
He said he always favors the use of a 
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COND YEAR 


PLACES” 


@ EXPANDED TERRITORY OF OPERATION 


(Four new states, California, Colorado, Minnesota, 
Delaware, added in past eighteen months) 


@ AGGRESSIVE DEVELOPMENT OF OLD AND 


NEW TERRITORY 


(Fourteen new general agency appointments in two years) 


@ MODERNIZED BASIS OF AGENT’S 


COMPENSATION 


@ COMPLETE INTRODUCTORY AND ADVANCED 
TRAINING PROGRAMS FOR AGENTS 


@ EFFECTIVE—AND PROVED—SALES AIDS AND 


SALES PLANS 


@ ENLIGHTENED AND ENTHUSIASTIC HOME 
OFFICE AGENCY COOPERATION 


A half dozen Bankers Life points 


that mean 
Life men. 


“opportunity” 


for Bankers 





Ask any Bankers Life of Nebraska 
man what HE thinks about HIS future, 


and you'll see what we mean. 


Home Office Lincoln, Nebr. 


(Banker. Life 


INSURANCE COMPANY 


OF NEBRASKA 





trustee in connection with agreements 
to purchase a decedent’s interest as in- 
surance against litigation. Without a 
trustee there is very often litigation be- 
tween the survivor and the decedent’s 
family but where a trustee is interposed 
litigation rarely occurs. 


Reiley Elected 
L.U.T.C. Chairman 


Edward L. Reiley, general agent in 
Philadelphia for Mutual Benefit, has 





been elected chairman of Life Under- 
B. N. Wood- 


writer Training Council. 





Vv. B. Coffin 


EK. L. Reiley 


son, executive vice-president Common- 
wealth Life, was named vice-chairman 
at the annual meeting in New York. 
Mr. Reiley succeeds Vincent B. Coffin, 
vice-president Connecticut Mutual. 

Mr. Reiley is a former Penn Mutual 
director of training and general agent. 
In 1946 he joined Mutual Benefit. Mr. 
Reiley is a C.L.U. Mr. Reiley was gen- 
eral chairman of the annual meeting of 
the National Association of Life Under- 
writers in 1946. 

In retiring as chairman, Mr. Coffin 
praised the work of Edmund L. G. Za- 
linski, managing director of L.U.T.C., 
and his associates. The current prob- 
lems facing the program, Mr. Coffin 


said, are “problems connected with the 
rapid growth of the organization’s 
work,” 


Hancock Names Keefe, 
Massey, 2nd Vice-Presidents 


Frank J. Keefe and R. Radcliffe Mas- 
sey have been named 2nd vice-presidents 
of John Hancock. 

Mr. Keefe, manager of the underwrit- 
ing department, has been with John 
Hancock for 46 years and has been in 
the department since its organization in 
1917, 

Mr. Massey has been with general 
agency department of John Hancock 
since 1938. He is a graduate of Har- 
vard University, 1926, and was formerly 
with L.I.A.M.A. 


McColl and Rosa 
Led N. Y. Life in ‘48 


Harry A. McColl, Pueblo, Colo., led 
all New York life agents in paid. vol- 
ume for 1948 with $2,928,845 on 326 ap- 
plications. He is a life member of the 
Million Dollar Round Table and has 
been a consistently high producer. 

Ferdinand Rosa, Stockton, Cal., led 
the company in applications, as he did 
in 1947. His total for 1948 was 469 ap- 
plications. He has made the Top Club 
for the last five years with a steadily 
increasing volume. 


C.M.S. Ready to Go 


HARTFORD—Robert S. Judd, presi- 
dent of Connecticut Medical Service, 
announces that a majority of eligible 
doctors in Connecticut have signed as 
participating physicians in the organiza- 
tion. This action, he said, puts C.M.S. 
in business, as Commissioner Allyn and 
Blue Cross both previously approved the 
program. 


Want Concerted Action 


Brokers Assn. Joint Council of New 
York has reaffirmed its position that 
legislation should be sponsored to per- 
mit commissions to be established in 
concert. 
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During an “on” legislative year like 
the present one, legislators are continu- 
ally popping up with bills that if enacted 
would be anywhere from a mild nui- 
sance to a serious problem. But their 
entire importance depends on whether 
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they are likely to get anywhere or not. 

Somewhat the same _ considerations 
apply to the efforts of Mrs. Nola Pat- 
terson and her followers to get the Na- 
tional Assn. of Life Underwriters classi- 
fied by the national labor relations board 
as a labor union. If these endeavors 
get anywhere they could greatly change 
the make-up of the N.A. L.U. If they 
don’t achieve their end it is just another 
case of close but no cigar. 

The Atlanta group of which Mrs. Pat- 
terson is the moving spirit and her 
monthly publication, “Life Insurance 
Reveille” the mouthpiece is using this 
strategy: If N.A.L.U. can be proved to 
be a labor union within the meaning of 
the national labor relations law, then, of 
course, there is legally no place for 
“foremen” that is, managers, super- 
visors, or other representatives of man- 
agement. The group also contends, in 
addition, that the companies “dominate” 
N.A.L.U., interfere with its operations 
and contribute to it financially. Ac- 
cusations made before the NLRB in 
Atlanta hit at Life Insurance Assn. of 
America, American Life 
and L.I.A.M.A. 

Apparently the group — which has 
taken the name of “Life Insurance Field 
Force”—figures that in endeavoring to 
prove that it is not a labor union N.A. 
L.U. will have to disavow so many 
types of activity that these denials can 
be used as evidence that it isn’t doing 
and can’t do all the things it should for 
the soliciting agent. 

Obviously a good deal of this strategy 
depends on whether N.A.L.U is going 
to be regarded by NLRB as an associa- 
tion of employes or an association of 
professional or business men banded to- 
gether for their common good. 


Life Selling Is Habit Forming 


That regular life insurance produc- 
tion can get to be a good habit is dem- 
onstrated by 65 producers of Mutual 
Benefit Life over 65 years old who pro- 
duced almost $6 million worth of life 
insurance in 1948. All of these men 
have at least 20 years of service with 
the company and are technically retired 
under the service allowance plan. The 
oldest active producer is 84 and the one 
with the longest service has been with 
the company 44 years and nine of these 
veterans have been with Mutual Benefit 
for 40 years or more. The highest pro- 
duction among these active oldsters 
was made by T. F. Milligan of Seattle 
who paid for $530,900 in 1948. 


Bosses Pay Oldsters' Premiums 


It has been obvious that increasing 
numbers of employers are assuming pay- 
ment of at least part of an employe’s 
group insurance after his retirement, 
but it is seldom that any breakdown 
is made among industrial firms to sub- 
stantiate it. Associated Industries of 
Cleveland has surveyed a representative 
cross-section of its 1,200 members which 











indicates that 49% ‘of the firms ques- 
tioned pay the insurance premiums of 
retired personnel. A clear 23% indi- 
cated that the group policies are con- 
tinued with the company paying. The 
Temainder of the 49% pay subject to 
certain conditions. Significantly, only 
3% of the firms surveyed had no group 
life policy in force. 


Enter The Group Ai Annuity Man 


Almost every week one reads of a 
regional group office having assigned to 
ita group annuity specialist. It has now 
got to the point where almost every reg- 
ional group office of any size whatever 
has such a man. The importance and 
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the complexities of group annuities are 
certainly such as to call for a man 
with special training devoting his full 
time to this job. Most of these group 
annuity specialists are young men, us- 
ually veterans, who have put in a year 
or two of training at home offices. They 
generally possess a legal or technical 








Fraternals’ Bill in Cal. 


Fraternal organizations are sponsoring 
a bill in the California legislature to re- 
move the age limits now required under 
the fraternal section of the insurance 
code, remove all restrictions on permis- 
sible beneficiaries and to liberalize other 
forms of policies. 

There is a bill in the legislature to 


impose a premium tax on fraternals. 
There is a bill providing that where 

an applicant pays the premium with the 

application, the insurance, if approved 


by the company will be in force even if 


the contract has not been delivered be- 
fore death, 

There is a bill eliminating the time for 
examination privileges that is enjoyed 
by life insurance agents and putting 
them on a parity with general insurance 
applicants and denying additional exami- 
nations after a failure without making a 
new application, 
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1948 Income 
Where it came from... What was done with it... 

pire Pica bea N this chart the “78% from policyholders” includes 
22% 13% (1) premiums paid by policyholders and (2) funds 
P iedto left on deposit with the Company by policyholders , 
a left pose nahanes and their beneficiaries. In The Connecticut Mutual ' 
- ” a a. ye ari -_ these two sums together were $89,957,170 in 1948. 
POLICY: > Lroucy: | The “87% for policyholders” includes (1) benefits to 
NOLOERS) Premiums H Payments to fuouvers | = holicyholders and beneficiaries and (2) additions to 

18% 57% 4 policyholders | 87% ‘ p : : 
: and policyholders’ funds and reserves to be paid out in 
: beneficiaries the future as policies mature. These benefits for 
Ricacoocabenee’ p = members add up to $99,951,440. This amount ex- 

ceeds payments from members by $9,994,270. 











(i 





with ial ee 1947. 









Netr return on ‘ues invested a assets 347% a as compared 











me BOA was paid ama 8: 
Total payments to  "enpatrorted and 


A reserve of $10,000,000 he hed set up for di 
ue, to wr to be paid 308: Jrtiseie 




















HteNATIONAL UNDERWRITER 


February 18, 1949 











EDITORIAL COMMENT 





Reticence on Decreases in Production 


Because of exceptionally favorable 
business conditions and because so many 
companies experienced a flood of busi- 
ness due to imminent changeovers to 
the CSO basis, 1947 set production rec- 
ords which will doubtless be heartbreak- 
ingly hard to beat. In fact, it is quite 
a tribute to sales forces that the 1948 
record came as close as it did to equaling 
1947, being less than 1% off. 

Nevertheless, many of the company 
announcements covering 1948 operations 
reveal a somewhat shamefaced attitude 
toward production. Though nearly all 
companies had a smaller volume than in 
1947, quite a few announcements give 
production figures for 1948 only and 
give no indication whether they were up 
or down from 1947, although there is no 
reticence about comparing the 1948 and 
1947 figures on assets, surplus, insurance 
in force, or benefit payments, which for 
nearly every company show gratifying 
increases. Some companies even omit 
any mention whatever of 1948 sales. 

If a company has done a good job, 
surely there is no disgrace in failing to 
exceed the previous year’s production, 
particularly when that year was boosted 
to an abornmal peak by a rare set of 


circumstances. As a matter of fact, few 
companies showed a 1948 increase if they 
were competing with their own 1947 
CSO production bulges. 

If the company announcements cov- 
ering 1948 business are an accurate index 
of company thinking perhaps the volume 
concept has not been de-emphasized so 
much as had been supposed. In the old 
days it was almost obligatory on the 
agency vice-president to go out and com- 
mit hara-kiri if production fell below the 
previous year’s. Since then, the concept 
of service to the public and the building 
of a sound, well compensated and well 
satisfied agency force has considerably 
obscured the emphasis on raw volume. 

Production of course is vital if life 
insurance is to extend its services and 
continue to do its job for the public. 
But this doesn’t mean that failure to 
exceed the previous year’s production is 
something to conceal from view. Any- 
way, concealment is futile. Any com- 
petitor who wants to use a production 
drop in a dirty way need only look for 
the comparable 1947 figure in any of 
several reference books. As for other 
readers, why bother to conceal the situ- 
ation from them? 


No Trouble from Stock-Market Virus 


While money may be somewhat 
tighter and hence harder to get for life 
insurance premiums, agents can at least 
be ‘thankful that the stock market ‘s 
offering little competition. In a period 
of strong stock market swings, whether 
up or down, there is always the tempta- 
tion to try to call the turn, using crystal- 
gazing, intuition, subscription to statis- 
tical services, or anything else the user 
thinks will give hin?’ an edge on the law 
of averages. When stocks are going 
down there is money to be made in get- 
ting in at the bottom and there are 
plenty of people who are willing to bet 
their money that they know when the 


bottom has been reached. When stocks 
are going up there are many who believe 
they are going still higher and want to 
get on the gravy train before it is too 
late. But when the stock market is rela- 
tively static there is not much incentive 
for the type of stock market operator 
who puts in money that he should use 
for building up his life insurance. There 
are of course people who continue to 
buy stocks or sell them during these 
tranquil periods but they are looking for 
investment rather than appreciation. But 
fortunately the stock market virus as a 
deterrent to life insurance buying is, for 
the present at least, quiescent. 


A Generous Precedent 


The action of Richard E. Pille, super- 
intendent of agencies of Mutual Benefit 
Life, in asking Flint Life Underwriters 
Assn. to send his honorarium as a 
speaker to the Louis Behr memorial 
grant which assists cancer research was 
not only a fine and generous thing to do 
but, under the circumstances especially 
appropriate. For if there was anyone in 
the life insurance business who gave of 
his time in making talks to agents’ groups 


and who shared the products of his mind 
with his competitors it was Louis Behr. 
He traveled all over the country to ad- 
dress association meetings and his office 
was always open to other agents, no 
matter what their companies. 

The Louis Behr memorial grant, which 
helps cancer research through the Foun- 
dation for Cancer Research, was insti- 
tuted by the Million Dollar Round Table 
at the suggestion of H. Kennedy Nickell, 


Connecticut General Life, Chicago, and 
in the two years since Mr. Behr’s death 
has turned over more than $20,000 to the 
foundation. 

Many among the original con- 
tributors have made their giving an 
annual matter. There is no overhead 
and every dollar that has been con- 
tributed goes to the foundation. Henry 


Blumberg, 1 North LaSalle street, Chi. 
cago, has charge of the fund. Mr. Pille’s 
contribution of his honorarium to the 
fund is the first time that the memoria] 


grant has received this type of contriby.’ 


tion, His action suggests a course for 
other speakers who may wish to con- 
tribute their honorariums to some 
worthy cause. 











PERSONAL SIDE OF THE BUSINESS 





Jesse W. Randall, president of Trav- 
elers, has been named chairman of the 
United Negro College Fund campaign 
at Hartford. The fund is used to pro- 
vide scholarships, books, health pro- 
grams, and equipment for more than 30 
Negro colleges. 


A. E. Richardson, superintendent of 
agencies of Country Life, has set sail to 
Panama enroute to San Jose, Costa Rica, 
to visit his daughter, who is secretary of 
the American embassy there. Mr. and 
Mrs, Richardson embarked at New Or- 
leans immediately after attending the 
All-American Insurance Conference at 
Biloxi. After disbarking in Panama, 
they will fly to Costa Rica and plan to 
fly back to New Orleans and to reach 
Chicago about March 15. 


Norman H. Nelson, vice-president of 
Minnesota Mutual Life, has been elected 
president of the St. Paul area council of 
Boy Scouts. His region embraces 10 
counties in Minnesota and Wisconsin 
with a membership of 7,700 Scouts. 

Leo W. Dowling, associate manager 
of the underwriting department of Occi- 
dental Life, was honored on his 34th 
anniversary with the company and was 
presented a 34-year service pin by Presi- 
dent Dwight L. Clarke. 

Malcolm C. White, general agent of 
Pacific Mutual Life at Oklahoma City, 
is chairman of the educational committee 
of Sales Executives Club there, which 
is sponsoring an essay contest in the 
high schools on “Selling as a Career.” 
The club has just completed a school in 
salesmanship with 163 enrolled. 

Harry Steiner, associate manager for 
Equitable Society in Chicago, paid for 
more than $1 million of ordinary during 
January. 

George W. Steinman, president of 
Midland Mutual Life, has been named 
a member of the executive committee 
of Ohio Chamber of Commerce. 

Sturley D. Boreham, Prudential agent 
at Fond du Lac, Wis., was guest of 
honor at a luncheon in tribute of 40 
years of service. 

The lead article of the Feb. 26 “Sat- 
urday Evening Post” will carry a profile 
article on George L. Harrison, chairman 
New York Life, entitled, “Money Men 
Are Different Now.” The story is writ- 
ten by Matthew Josephson, a staff mem- 
ber of the “Post” and author of several 
books. 

An estimated $600 million can be saved 
by the federal government through the 
adoption of proper hiring and firing pro- 
cedures, John A. Stevenson, president 
Penn Mutual, said in his report as head 
of the committee on federal personnel of 
the Hoover commission on reorganiza- 
tion of the executive branch of the gov- 
ernment. No private company could re- 


main in business with the appalling dis. 
order and waste that goes with the 
employment system used by the govern- 
ment, the report indicated. 

“The Milwaukee Journal” carried an 
extensive sketch of the career and views 
of Louise M. Newman, personnel direc- 
tor of Northwestern Mutual Life. She 
is quoted as commenting that women by 
nature are too personal about things and 
must cultivate a detachment from pér- 
sonality if they are to succeed in the 
business world. 

Members of the Travelers actuarial 
department who passed recent examina- 
tions given by the actuarial societies are 
Morrison H. Beach, who became a fel- 
low; Ralph H. Maglathlin, who com- 
pleted part seven toward fellowship and 
Richard A. Leggett and William I. Stur- 
ble who became associates. 


DEATHS 


Martha H. Boott of Boston, John 
Hancock’s leading woman agent for 
1948, died suddenly 
of a heart attack. [ 
She had been at her 
desk the day before. 
Mrs. Boote joined 
John Hancock 25 
years ago in the 
Boston. agency, 
then headed by 
Paul F. Clark, now 
John Hancock 
president. She had 
had no business ex- 
perience but quick- 
ly became a_ suc- 
cessful agent and 
has consistently 
been among the leaders of the business. 
She first reached a million dollar yearly 
production in the depression and main- 
tained that standard ever since. Her 
1947 production exceeded $2%4 million. 
Her husband, Kirk Boote, was until his 
recent retirement in John Hancock’s un- 
derwriting department. 

Gotthard A. Lindholme, 49, for the 
past 11 years an agent of Mutual Life 
at Des Moines and formerly assistant 
general agent of Massachusetts Mutual 
Life, died after a year’s illness. 

Robert Kent, 47, for many years bro- 
kerage supervisor for Isadore Freid and 
later for the Freid & Marks agency of 
New England Mutual in New York, died 
at the Veterans Hospital at Dallas, fol- 
lowing an operation He was a gradu- 
ate of the University of Florida in 1922 
and joined New England Mutual in 
1933. 

James Gallagher, 31, manager for Re- 
serve Life in Springfield, IIl., died in 

















Martha Boott 








THE 


EDITORIAL DEPARTMENT: Man 
Associate Editors: Levering Cartwri 


Burridge. 


NATIONAL 


Published by THE NATIONAL UNDERWRITER CO., Chicago, Cincinnati, New York. 


mone Editor: Robert B. Mitchell. 
ght, D. R. Schilling. Assistant Editors: Richard J. Thain, John C. 





ATLANTA 3, GA.—432 Hurt Bldg. Tel. Walnut 
9801, Ernest E. Hess, Southeastern Manager. 


BOSTON 11, MASS.—210 Lincoln St. Tel. 
Liberty 2-1402. .Wm. A, Scanlon, Vice-Pres. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
WaAbash 2-2704. O. E. Schwartz, Chicago Man- 
ager. A. J. Wheeler, Resident Manager. L. N 
Yellowlees, Advertising Manager. 

CINCINNATI 2, OHIO—420 E. Fourth &t. 
Tel. Parkway 2140. George C. Roeding, Asso- 


ciate Manager; George E. Wohlgemuth, News 
Editor; Roy Rosenquist, Statistician. 
DALLAS 1, TEXAS — 616 Wilson Bldg., Tel. 
Central 5833. William H. Diack, Southwestern 
Manager. 

DES MOINES 12, IOWA—3333 Grand Ave., 
Tel. 7-4677, R. J. Chapman, Resident Manager. 
DETROIT 26, MICH. — 219 Transportation 
Bldg. Tel. Cherry, 2826. A. J. Edwards, 
Resident Manager. 


News Editor: 


BRANCH OFFICES 


UNDERWRITER 


PUBLICATION OFFICE, 175 W. Jackson Blvd., 


OFFICERS: Howard J. 
President and Secretary. 
St., Cincinnati 2, Ohio. 


F. A. Post. 


LIFE INSURANCE EDITION 
PUBLISHED EVERY FRIDAY 
CHICAGO 4, ILL. Telephone WAbash 2-2704. 


Burridge, President. Louis H. Martin, Vice- 
John Z. Herschede, Treasurer. 420 E. Fourth 





—— 





IN KEY CITIES 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg.. Tel. Victor 9157. William J. Gessing 
Resident Manager. 


MINNEAPOLIS 2, MINN.—558 Northwestern 
Bank Bldg. Tel. Main 5417. R. W. Landstrom, 
Resident Manager. 


NEW YORK 7, N. Y.—99 John St., Room 1103,. 
Tel. Beekman 3-3958. Editorial Dept.—East- 
ern Editor: Kenneth O. Force; Assistant 
Editors: Stephen J. Perry and Donald J. Reap. 


Business Dept.— Ralph E. Richman, Vice- 
Pres.; J. T. Curtin and W. J. Smyth, Resident 
Managers. 


PHILADELPHIA 9, PA.—123 S. Broad Street, 
Room 1127. Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 


SAN FRANCISCO 4, CAL.—507 Flatiron Bldg. 
Tel. EXbrook 2-3054. F. W. Bland, Pacific 
Coast Manager. 





Febru 


—— 
— 


St. Jc 
days } 
pital { 
L, C 
dustric 
tan L 
1922, 
Har 
of Ne 
0., di 


had to 


becomi 


Conv 


A fine 
was the 
son, wl 
charges 
without 
for Am« 
is not li 
were by 
ment. 

Two | 
dian m 
Farmers 
the com 
vertising 
making 


managin 


Comn 
Opposing 
Joint ins 
permit | 
investme 
outside | 


Rockf. 
Alton, L 
field, Il 
talks by 
ordinary 
agency s 
—_——_——— 


SHC 


Case 


Connecti 


ited ] 


r 18, 1949 








reet, Chi. 
Ar. Pille’s 
n to the 


memorial 
contribu. 


ourse for 
1 to con- 
to some 


— 


——, 
ling dis- 
with the 
e govern- 





arried an 
ind views 
nel direc- 
Life. She 
vomen by 
hings and 
rom pér- 
-d in the 


actuarial 
examina- 
‘ieties are 
me a fel- 
rho com- 
yship and 
n I. Stur- 


ET 


yn, John 
gent for 








Boott 


business. 
ar yearly 
nd main- 
ce. Her 

million. 
until his 
ock’s un- 


for the 
tual Life 
assistant 
; Mutual 


2ars bro- 
‘reid and 
gency of 
ork, died 
las, fol- 
a gradu- 
1 in 1922 
utual im 


- for Re- 
died in 





ITION 
21 DAY 
sh 2-2704. 


tin, Vice- 
E. Fourth 


—— 
an, Vice- 
. Resident 
ad Street, 
6. E. H. 


ron Bldg. 
i, Pacific 





February 18, 1949 


LIFE INSURANCE EDITION 


13 











St. John’s hospital there after a few 
days illness. He had gone to the hos- 
pital for surgery. 

L. O. Pethnick, 65, manager of the In- 
dustrial Relations Service of Metropoli- 
tan Life, and with the company since 
1922, died. 

Harold H. Mendell, 39, general agent 
of Northwestern National at Dayton, 
Q., died at his desk of a cerebral hem- 
orrhage. He had been general agent 
since 1940. From 1942 through 1947 he 
personally qualified as a company vol- 
ume leader. He graduated from Purdue 
in 1932. 








Mahoney Committee Offers 
Loan Limit Bill 


Three bills affecting life insurance 
have been introduced in the New York 
legislature by members of the Mahoney 
committee. One proposal will place a 
limit of 5% of company assets on the 
amount which mav be lent to a single 
borrower. An earlier proposal calling 
for a 3% limit with additional share-the- 
loan stipulations on private placements 
was withdrawn after a hearing at Al- 
bany. At that time company spokesmen 
made no concerted opposition to the 
3% provision although they said that it 
might be too low for smaller companies. 
The 5% is not regarded unfavorably. 
The present limit is 10%. 

A second bill allows New York resi- 
dents to bring claim suits against alien 
insurers within the state. Formerly they 
had to sue in the state where the in- 
surer was domiciled. This bill was op- 
posed by mail order insurers. 

The third proposal is intended to al- 
leviate the surplus problems of smaller 
companies, particularly those writing 
considerable A. & H. ‘business. The 
present law limits surplus to $500,000 or 
10% of liabilities, whichever is greater. 
This means that a company with $5 mil- 
lion or less of liabilities can carry only 
$500,000 of surplus. The proposed amend- 
ment would raise the limit to $750,000 or 
10%, whichever is greater. 

All of the bills are expected to pass, 
becoming effective July 1. 





Convict Am. Farmers Agent 


A fine of $222 or eight months in jail 
was the sentence given Noel Magnus- 
son, when he pleaded guilty to eight 
charges of selling insurance in Ontario 
without a license and selling insurance 
for American Farmers of Phoenix which 
is not licensed in Canada. The charges 
were brought by the Ontario depart- 
ment. 

Two years ago, the use of the Cana- 
dian mails. was denied to American 
Farmers, but it was brought out that 
the company has been sending its ad- 
vertising into Canada in plain envelopes, 
making it difficult to detect. 





The Arthur Milton agency of Postal 
Life in New York City has appointed 
Mary C. Larsen as agency cashier. Miss 
Larsen has had several years experience 
managing brokerage offices. 





Commissioner Harrington is strongly 
opposing a bill before the Massachusetts 
Joint insurance committee which would 
permit life companies to extend their 
investments to stock of national banks 
outside Massachusetts. 





Rockford Life agents from Decatur, 
Alton, Lincoln, Jacksonville and Spring- 
field, Ill, met at Springfield and heard 
talks by Stanley V. Lane, supervisor of 
Ordinary business, and . R. Jones, 
agency supervisor from the home office. 





Founder Feted 





W. L. Moody, Jr., founder and president 
of American National, is shown above in 
his office on his 84th birthday. The Janu- 
ary drive in his honor resulted in $36,595,- 
874 of ordinary and $6 million of indus- 
trial. Industrial agents accounted for 
$25,135,713 of the ordinary total besides 
their industrial production. Mr. Moody is 
the only living founder of a company with 
more than a billion in force who is still 
its active head. The company now has 
$1.8 billion in force. 








Dictionary of Insurance 
Terms Now Off Press 


WASHINGTON—The insurance de- 
partment of U. S. Chamber of Com- 
merce has now published a “Dictionary 
of Insurance Terms” containing defini- 
tions of some 700 words and terms in 
common use in all branches of insur- 
ance. The book was edited by Ralph 
H. Blanchard, professor of insurance at 
Columbia, who was assisted by 20 spe- 
cialists embracing every branch of in- 
surance. It was more than two years 
in preparation and is the most complete 
and authoritative book of its kind ever 
published. 

It is a handy reference for those en- 
gaged in insurance and for buyers and 
is especially valuable for students of in- 
surance, 

Single copies are priced at $1.75 each 
with discounts for quantity orders. 
Copies may be obtained from the U. S. 
chamber at 1615 H. street, N.W., Wash- 
ington 6, 


Employment Conditions Ease 


Employment conditions in insurance 
offices have been improving somewhat. 
Advertisements for clerical help bring 
abundant response, although the person- 
nel departments say that the applicants 
appear to be those that were on the 
fringe where they previously worked 
and were the first to be let go when em- 
ployment was contracted. Some insur- 
ance offices are taking advantage of the 
opportunity to replace some of their 
least desirable employes with more 
proficient workers, not only for purposes 
of efficiency, but also to improve the 
tone of the personnel and the morale of 
the office. 

There is quite a selection of young 
men of the type that not so long ago 
were turning their backs on the insur- 
ance field for more alluring prospects in 
businesses that have now developed a 
softer tone. There is still a decided 
dearth, however, of experienced men and 
women. 


Sullivan Sole General Agent 


The partnership of Schwentker & Sul- 
uvan, general agents of Pacific Mutual 
Life at Phoenix, Ariz., has been termi- 
nated by the withdrawal of Franklin J. 
Schwentker from the firm. J. Otis Sul- 
livan is now sole general agent. 








SHOW 1948 INSURANCE RESULTS 


* 







Life Insurance 

Accident & Sickness 
Annuities 

Complete Group Service 
and, VERY important, 


THE NEW & UNUSUAL 
SAVINGS PLAN 








New Bus. New Bus. 1948 Ine. 1947 Inc. 

1948 1947 in Force in Force 

Connecticut General ............ 350,030,300 305,196,520 443,818,240 285,467,087 
Sachusetts Mutual ...... ga: 266,719,785 307,335,233 154,427,143 194,506,129 
Le a SF epee eater 171,931,886 167,741,659 107,838,241 104,508,213 
un Life;! Canada Be 602,449,351 602,643,693 251,510,023 264,591,406 
Mion Central ..... 95,586,242 119,574,248 31,111,881 52,637,790 
ited Benefit ..............000. 161,695,910 200,632,521 53,420,852 102,104,268 
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(a cc te package of 


economic security ) 





Yes.. 


Mutual Man. He knows his business... and he 


. | like to do business with my Pacific 


makes it his business to know my needs. I like 
to do business with his company . .”. that 80-year- 
long history of Pacific Mutual service inspires 
my confidence. And, above all, I like the abso- 
lute completeness of my Pacific Mutual protec- 


tion. It takes care of all my needs (and my 


family’s needs, too)... for Life Insurance, for in- © 


come protection in time of sickness or accident 
...and, of course, it takes care of my retirement 


financing. So, you see, my Pacific Mutual Man 


qualifies on all counts as a real friend. 





wee fs: 


LIFE INSURANCE COMPANY 


HOME OFFICE — LOS ANGELES, CALIFORNIA 
General Agencies in principal centers throughout forty states 
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AMONG COMPANY MEN 





New England Promotes 
11 at Home Office 


New England Mutual has promoted 
R. J. Lawthers to director of benefits 
and estate planning, and Doris Mont- 
gomery to manager and attorney of the 
new pension business department. W. 
J. Lawthers was advanced to assistant 


secretary and manager of the policy loan 
department, W. C. Gentry to assistant 
director of agencies, and Alan Beck to 
editor of “Pilot’s Log.” 

D. A. Burr was named supervisor of 
research and R. H. Bingham assistant 
manager renewal service department. W. 
M. Hoag becomes manager of the pur- 
chasing department and is assisted by 

















cost... 


* PLUS 


You Grow 
with Anico 


tradition, 


Representa- 
tives are ANICO's 
best advertisements. 


They know they have 
@ contract second to 
none. 







They know their pol- 
icies are leaders in 
value. 






f ANICO 

REPRESENTATIVES 
SUCCEED BECAUSE 
ANICO PROVIDES: 


% POLICIES THAT EXCEL 
Most plans issued down to date of birth . 
Full protection at age 6 months on (one half up 
to sage six months) ... 
A separate Mortgage Cancellation Policy at lower 
and a long list of other leaders. 


More selling aids . 
operation from the Home Office that is an ANICO 





Na- 


American 
tional has been 
steadily forging 
ahead—Among 
the first 20 in 
size, second to 
none in 
strength. 















. and the same friendly co- 


AMERICAN NATIONAL 


nawrance Company 







IR.. PRESIDENT GALVESTON, TEXAS 








"Joe? This is Jim”’ 


When you take on our portfolio of Life, Accident, Health and 
Hospital policies, you become a member of a happy family 
of friendly insurance men and women. Our family is not so 
large that you are soon overlooked or forgotten. Yet, it is 


big enough to have the strength, breadth and versatility 
needed to give you the support and co-operation you want. 
It's a family with a 43-year reputation for stability and fast 


claim service. 


Interested? Write us in confidence. 


FEDERAL LIFE & CASUALTY CO. 


DETROIT 2, 





MICHIGAN 





F. D. Bates. C. A. Goldsmith becomes 
manager of the new general service de- 
partment, assisted by A. A. Bertelsen. 
Both departments are under general su- 
pervision of A. W. Jones, purchasing 
agent. 


Kahler President of 
Indianapolis Life 


Indianapolis Life has advanced A. H. 
Kahler from vice-president and superin- 
tendent of agencies to president, succee- 
ing Edward B. Raub, who becomes 








A. H. Kahler Edward B. Raub 


chairman, Walter H. Huehl was pro- 
moted from vice-president .and actuary 
to executive vice-president, Charles L. 
Rouse from secretary to vice-president 
and secretary; Paul E. Fisher from 
treasurer to vice-president and treas- 
urer. 

Mr. Raub, one of the founders of 
the company in 1905, served as general 
counsel from its inception. He served 
many years as vice-president and has 
been president since 1934. 

Mr. Kahler started with the company 
as an agent at Peoria in 1911, becoming 
manager there in 1913. He became field 
supervisor for a short period but re- 
sigtied to build his own agency, return- 
ing’ to Peoria in 1915. His agency quickly 
took the lead and the Peoria agency 
still leads in insurance in force. 

Mr. Kahler led the company in per- 
sonal production for many years and 
was president of the Counselors’ Club. 
He became a director in 1934, superin- 
tendent of agencies in 1935, 2@nd_vice- 
president in 1938 and vice-president in 
1947. He is much in demand as a speaker 
at life insurance gatherings, has served 
on a number of insurance organization 
committees, and is a past president of 
the Peoria Life Underwriters Assn. 

Mr. Huehl has been with the company 
since 1927 as actuary. He was elected a 
vice-president in 1947. 

Mr. Rouse started with Indianapolis 
Life in 1915 and was cashier before be- 
coming secretary. 

Mr. Fisher has been with the company 
20 years. 


G. Fay Davies Named V.-P. 
of National of Canada 


G. Fay Davies, general manager of 
National Life of Canada for 11 years, 
has been made a vice-president and 
member of the executive committee. An 
alumnus of University of Manitoba, he 
joined L. I. A. M. A. after field and 
home office work. After four years as 
assistant general manager and secretary 
of Northern Life of Canada, he joined 
National Life of Canada. He was ap- 
pointed general manager in 1938. He 
served in both world wars. 








Loyal Protective Promotions 


Loyal Protective has organized a con- 
troller’s department and promoted R. H. 
Hughes, auditor and assistant treasurer, 
to controller. He has been with the 
company three years and prior to that 
was treasurer and secretary of a large 
New York City advertising firm. 

Jerome M. Powell, son of John M. 
Powell, president, has been appointed 
assistant actuary. A Michigan graduate, 
he recently became an associate of Ac- 
tuarial Society of America. 


W. B. Sloan Counsel 


of Bankers of Ia. 


W. B. Sloan of the Des Moines law 
firm of Herrick, Sloan & Langdon, hag 
been appointed 
counsel for Bank- 
ers Life of Iowa 
effective March 1. 
He succeeds. the 
late Ehlers Eng- 
lish. 

Mr. Sloan is an 
alumnus of Co- 
lumbia (now Lo- 
ras) College at 
Dubuque and re- 
ceived his law de- 
gree from State 
University of Iowa. 
After four years of 
practice in Oelwein, 
Ia., he moved to Des Moines and in 1926 
became a member of Strock, Cunning- 
ham, Sloan & Herrick, predecessor of 
his present firm, which was formed in 
1937. 


D. P. Robertson 2nd V.-P. 


Douglas P. Robertson has been pro- 
moted from superintendent of agencies 
to 2nd vice-president of Union Life of 
Richmond, He joined the company as 
an agent in Norfolk in 1921, was pro- 
moted to assistant manager in 1937 and 
manager next year. He was made su- 
perintendent of agencies in 1946. He is 
a former president of the Norfolk Life 
Underwriters Assn. 


McDonald Joins InsurOmedic 


Clifford McDonald has joined Insur- 
Omedic Life as agency manager of 
the life and A. & H. department. Mr. 
McDonald has been with Great Ameri- 
can Reserve of Dallas as manager at 
Austin. Before that he was special rep- 
resentative. 





w. 


B. Sloan 











Empire Advances Logie 


Empire Life of Canada has appointed 
W. J. Logie as actuary. He joined the 
company last year. After serving in the 
war, he was in the actuarial department 
of Scottish Amicable Life. H. H. Blake- 
man, general manager and actuary, will 
keep only the title of general manager. 





Rogers C. B. Morton, president of the 
Ballard & Ballard Co., Louisville milling 
company, has been elected a director of 
Commonwealth Life. 








Roy Barr to Blue Cross 


Official announcement has been made 
that Roy Barr, who has been an assis- 
tant director of insurance of Illinois, 
will take a position with the Chicago 
Blue Cross. He has been with the de- 
partment since 1942, previously having 
been with National Life of Vermont at 











Bloomington, III. 
1 
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Fifty-eighth Year of Service 
to the Families of New England 
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ACCIDENT AND HEALTH 





Lebby Urges Agency Heads 
to Broaden Thinking 


Accident and health general agents 
and managers should broaden their 
thinking disability-wise, William E. 
Lebby, Los Angeles A. & H. general 
agent, said in his talk at a meeting of 
Chicago A. & H. Assn. Mr. Lebby 
declared that there are many managers 
who know nothing about other company 


own merchandise. 

Such an attitude deserves criticism be- 
cause the manager cannot properly an- 
swer a question of his man in the field 
regarding competitive coverage. Mr. 
Lebby said the producer should know 
his competition and know it well, and he 
suggested that if the producer’s com- 
pany does not write what a client needs, 
or if a client wishes more coverage than 
a company will grant, the producer 
should be acquainted with a competitor 
and pass the client along. Reciprocity of 
such business is likely to develop, and 
at the same time there will be two men 


business, 

Mr. Lebby stated that if managers 
and general agents had a liberal educa- 
tion regarding competitors’ forms, it 
might create a demand for policies to 
be broadened. “Many companies can, 
and in the future will, offer more pro- 
tection for the premiums they receive 
today. Some company profits are ex- 
orbitant because of loss ratios,” he said. 

; Pauley, secretary of Great 
Northern Life, who becomes managing 
director of H. & A. Underwriters Con- 
ference April 1, was elected first hon- 
orary member of the Chicago associa- 
tion. In a brief response he stressed 
the need for cooperation under present- 
day conditions. President Irving Wess- 
man announced paid membership is now 
212, continuing Chicago’s position as the 
largest association in the country. 





Social Conscience Needed to 
Ward Off Government Plans 


A. & H. companies will have to adopt 
a greater social conscience and be less 
technical in their underwriting if the 
business is to successfully ward off the 
flood of social insurance legislation, 
DeWitt Stern, general agent Fireman’s 
Fund Indemnity and president of Assn. 
of A. & H. Underwriters of New York, 
said at the February meeting of that 
group. If companies can write down to 
four member cases on disability benefits 
coverage then they can well afford to 
be less exacting on personal accident 
business, he said. The fight against so- 
cial insurance should be carried on by 
companies, associations, and by agents 
doing a missionary job with their clients 
and prospects. 

The value of producers associations 
was outlined by David B. Fluegelman, 
New York City agent of Northwestern 
Mutual, who urged members to work 
among other agents to increase the size 
of their membership and enhance its 
prestige. 


Temple Talks at Lansing 


LANSING, MICH.—John J.:Temple, 
Detroit attorney, who is legislative rep- 
resentative of Detroit A. & H. Assn., 
addressed Central Michigan association 
here, stressing the objectives of the na- 
tional campaign to combat compulsory 
insurance legislation. He told of activi- 
ties in the Detroit area in which A. & H. 
men are working with the doctors and 
druggists. F. E. Parks, president Ing- 
ham County Druggists Assn., was a 
guest. 


Potts N. W. Ohio President 


_Northwestern Ohio Assn. of A. & H. 
Underwriters at a dinner theeting at 
Toledo elected new officers as follows: 
President,. Melvin J. Potts, Mutual Ben- 





XUM 


policies; they are content to know their _ 


on the job to see that no one upsets the _ 


efit H. & A.; vice-president, George 
Mullan, Old Line Life; secretary, 
John A. Hunter, Mutual Benefit H. & 
A.; treasurer, Homer Bisch, National 
Casualty. 

John B. Lambert of Cleveland, mem- 
ber of the National association execu- 
tive board, talked on the unlimited pos- 
sibilities in the A. & H. business, and 
the future of the industry in general. 


Hike N. Y. Blue Cross Rates 


Associated Hospital Service of New 
York (Blue Cross) has increased rates 
“to meet increased hospital costs.” 

The new’ monthly rates for group 
membership are $1.24 for an individual, 
$2.72 for a husband and wife, and $3.56 
for a family as compared with the pres- 
ent rates of $1.00, $2.20 and $2.72, re- 
spectively. New quarterly rates for non- 
group membership are $4.50, $9.45 and 
$12.15 as compared with $3.60, $7.50 
and $9.30. 

The increases were approved by the 
New York department. This is only the 
second increase for the New York plan, 


the first coming in May 1947, Since 
then, it is estimated hospital costs in 
N - York have gone up approximately 
35%. 


Stress Service to Combat — 
Compulsory Plans: Barnes 


“What’s Ahead in A. & H. Business” 
was discussed by Frank L. Barnes, vice- 
president and agency director of Ohio 
State Life, before Columbus Assn. of A. 
& H. Underwriters. He urged A. & H. 
men to preach the needs of income in- 
surance and to work to serve rather than 
just to sell. 

“We are going to have in this coun- 
try income protection with service pro- 
vided through private enterprise or in- 
come protection by the government with 
probably little service as we understand 
it in the business,” he said. “There are 
aggressive pans to push through Con- 
gress a compulsory health and disability 
insurance act. This is a part of the 
present administration’s program. We 
should demonstrate that private insur- 
ance companies can do better in provid- 
ing sickness and accident insurance pro- 
tection and service for the wage earners 
of America. Your sales can prove that 





American enterprise can be better than 
government compulsion.” 

Mr. Barnes said opportunity for sales 
and service has never been greater than 
in 1949, The average family income has 
doubled in the past decade and the total 
income of the country is three to four 
times greater than 10 years ago. With 
continuance of high employment and 
high income, A. & H. insurance has a 
bigger job to do. More insurance income 
during a time of disability is needed: to 
cover higher living costs and higher 
taxes. The individual has less oppor- 
tunity to save otherwise for these emer- 
gencies. 


Hear Hospital Director 


Dr. Wilmer M. Allen, director of 
Hartford Hospital, spoke at a luncheon 
meeting of Hartford Assn, of A. & H. 
Underwriters on “The Hospital Looks 
at Hospital Insurance.” A tour of the 
hospital was included in the program. 


Fight Premiums That Mask Usury 


Chairman Butler of the Texas board 
of insurance commissioners and Attor- 
ney-general Daniel have asked the Texas 
legislature to pass laws to prohibit the 

(CONTINUED ON NEXT PAGE) 











From Our 61st Annual Statement 








Total Assets 





Accident & Health Premiums . 
Gain in A.€5 H. Premiums .. . 


Gain in Assets... 6. ew we 


Noteworthy 1948 Facts 


Life Insurance in Force. . . . $560,414,586.00 


Gain in Life Insurance . . .. .$107,838,241.00 
Increase Ordinary Paid . . . 03% 
Average Ordinary Policy . . $5,089 


$ 22,544,427.81 
$ 2,959,014.50 
$ 49,109,717.70 
$ 6,280,403.78 























—tfurther proof that Provident Producers are 


equipped to sell the Prospect what HE wants! 


LIFE e ACCIDENT e SICKNESS 


HOSPITAL-SURGICAL 


written on 


Individual, Payroll Deduction and Group Plans 






PROVIDENT LIFE & ACCI 





DENT INSURANCE COMPANY 


CHATTANOOGA 


protecting provident neonle hince 1857 
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THE BUSINESS OF 
MILLIONS 


Our Republic was established in 1789 under 
the Constitution, but it took a lot of faith, 
courage, patience and time to make it work. 
Thirty years prior to the establishment of our 
Constitution, the first insurance company of 
the North American Continent was formed, 
purely mutual and with its membership con- 
fined to the clergy, their wives, minor children 
and students of the ministry. 


As our individual States learned to work to- 
gether and prosper, so did the life insurance 
business and today that business, the property 
of millions of Americans, is truly a bulwark of 
strength. 


If you are interested in a business whose faith, 
courage and patience has paid off in the 
greatest of success, you will find it pays to be 
friendly with 














PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 


Frankfort Indiana 








1948 
FACTS and FIGURES 
THAT SPEAK 


NEW PAID BUSINESS — 


$30,167,112—a 7% increase over previous record year, 1947. 


INSURANCE IN FORCE — 
increased from $193,622,485. to $21 1,902,775. 


ASSETS and SURPLUS — 


are also the greatest in Company's history, approximately 
$57,000,000 and $3,800,000 respectively. 


AVERAGE PRODUCTION PER FULL TIME MAN — 


increased again in 1948, after a marked increase in 1947. 


The Company points with pride to its representatives. They are care- 
fully selected, and given careful training. They are career life under- 
writers who enjoy the benefits of this thorough training, a close 
friendly Home Office relationship, a modern Rate Book, giving in- 
stant answers for briefs and programs, and other important sales 
helps. Lifetime service fees and a pension give added security. 


Indianapolis Life Insurance Company 


A Legal Reserve, Mutual, Company, organized in 1905. 


Indianapolis 7, Indiana 


Edward B. Raub, President A. H. Kahler, Vice-President 
and Supt. of Agencies 


General Agencies available in Toledo, Ohio; Springfield, Illinois; Davenport, lowa; 
and a few other choice cities in Indiana, Texas, Minnesota, Illinois, Ohio, Michigan, 


and lowa. 











(CON’T FROM PRECEDING PAGE) 
charging of excessive life and A. & H. 
premiums on insurance in connection 
with loans. They said that excessive 
premiums have been used as a subter- 
fuge to conceal usurious interest charges 
and that lenders acting as insurance 
agents have received commissions as 
high as 90% of gross premiums, while 
premiums ranged as high as 323% of a 
rate which the commissioners considered 
reasonable. 


Meeting Objections Is 
San Antonio Topic 


William Bacon, general agent of Oc- 
cidental Life, addressed San Antonio 
Assn. of A. & H. Underwriters on meet- 
ing objections. He said itis absurd to 
expect a salesman to memorize 52 an- 
swers to 24 objections. He emphasized 
that no two agents are the same in their 
personality, that no two situations are 
the same, and that no set phrasing of an 
answer to an objection is effective. 

The first class of objections found 
by agents is based on the sense of free- 
dom from sickness and accident. He 
said that failure to sell a prospect is 
due to lack of effective dramatization 
of the story of the benefits of sickness 
and accident insurance. Consequently, 
the prospect continues to feel that “it 
won’t happen to me.” 

In a second category is the statement 
that A. & H. insurance costs too much. 
He asserted that people buy such insur- 
ance for the peace of mind it gives them 
and the members of their families. A 
man may buy a policy for $10 or for 
$400, the difference being in the peace of 
mind afforded by the coverage bought. 
In answering the matter of cost, he 
would ask the prospect whether if sick- 
ness or accident disabled him the costs 
of hospitalization, nursing and medical 
attention could be paid out of money he 
had saved without affecting his eco- 
nomic condition. 


Offer Excuses for Not Buying 


He stressed that the salesman has no 
prospect unless the man has a need, 
ability to pay, and can qualify for the 
insurance. He said people offer ex- 
cuses for not buying rather than genuine 
objections. ; 

Mr. Bacon spoke of the answer fre- 
quently given that the man can make 
more money by putting the money into 
his own business. He would agree with 
the prospect that the major part of his 
money should be invested in his busi- 
ness and that by doing this the prospect 
can make more money. He would then 
ask the prospect what would have been 
the source of income for himself or his 
family if he had been disabled. He 
would have the agent assure the pros- 
pect that he is doing a swell job in car- 
ing for himself and his family, and then 
suggest that the man cut himself in by 
providing for paying an income to him- 
self in case of disability. 


Adds Medical in Tenn. 


CHATTANOOGA—Tennessee Hos- 
pital Service has voted to amend its 
charter to provide a medical benefit con- 
tract, which is expected to include sur- 
gical and obstetrical. Dr. Paul Hawley, 
executive officer of the national Blue 
Cross and Blue Shield, was present and 
conferred with the directors. It was 
announced that TVA has authorized 
payroll deductions for its employes who 
voluntarily participate in the Blue Cross 
plan, in Alabama, North Carolina, Mis- 
sissippi and Kentucky, as well as in 
Tennessee. There are said to be 5,000 
TVA employes with Blue Cross cov- 
erage. 








Would Key Benefits to Income 


A bill to permit life and A. & H. 
companies to write disability policies 
paying benefits in proportion to loss of 
income rather than basing them on 
physical incapacity was heard by the 
Massachusetts legislature’s insurance 
committee. Commissioner Harrington 
opposed it. H. S. Weaver of Mutual 
Benefit Life said his company could not 


* state and local associations follow it. 


write its disability coverage in Massa- 
chusetts because the present law doesn’t 
key benefits to earned income. 





Gregory Speaks in Texas 
President E. F. Gregory of National 
Assn, of A. & H. Underwriters met with 
Texas local and state association officers 
at Lubbock and Amarillo. More than 89 
attended the two meetings. Mr. Gregory 
spoke on “What Are Your Intentions” 
He stressed the necessity for being alert 
to present conditions and legislative 
measures. He outlined the program of 
the National association and urged: that 





New Officers at Dayton 


W. H. Treacy, of Massachusetts 
Casualty, has been installed as_presj- 
dent of Dayton, (O.) A. & H. Under- 
writers Assn. Carl V. Ende is vice- 
president and program chairman; C, 
Ivan Burns, vice-president and member- 
ship chairman; Melba Treacy, secretary, 


AGENCY NEWS — 


Union Mutual Leaders 
for 1948 Are Announced 


Michael Gagliardi, of the Denda 
agency, New York City, led Union 
Mutual Life in both volume of paid 
business and number of paid cases in 
1948. Other volume leaders include: W, 
T. Worcester and T. J. Richards, home 
office agency; A. P. Labbe, Van Buren, 
Me.; A. P. Lee and Nathan Weidner, 
New York City; Pauline Snow, Bridge- 
port; F, A. Tucker, Philadelphia; and 
W. A. Burgunder, Pittsburgh. 

The Denda agency led in paid busi- 
ness; other agency leaders being the 
home office, Perrin-Durbrow (New York 
City), Pittsburgh, Newark, Buffalo, 
Bridgeport, Boston and southern Ver- 











mont. The Denda agency also led in 
noncancellable A. & H. 
Individual leaders in non-can were 


J. M. Blaker and E. F. Hearns. Mon- 
treal managers: Emile J. Dube, home 
office agency; I. B. Halweil, New York 
City; and George H. Tracy, Grand 
Rapids manager. 


Sparks, Leonard Lead 


Loyd Sparks of the Carl M. Leonard 
agency of Tulsa, Okla., was the leading 
agent of Guarantee Mutual Life for 1948. 
Runner-up was Victor de Gomez of the 
W. M. Liscom agency, Los Angeles. 
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Leading agency was M. Leonard, 
runner-up being E. J. Knutson, Port- 
land, Ore. 


Des Moines Leads Monarch 


The Des Moines agency, headed by 
Hugh Chitwood, won the president’s cup 
of Monarch Life for 1948 with $167,000 
A. & H. premiums; $1,611,000 of life 
insurance, convention qualification for 
17 of the 22 agents; nine President’s 
Club qualifiers and eight Leaders’ Club 
qualifiers. 








Gustaves-Baker Wins 


The Gustaves-Baker agency of Boise 
was the 1948 winner of the president's 
cup of Pacific National. The agency 
ranked second in production, third in 
conservation and first in qualified mem- 
bers. C. Gale Baker led the company in 
personal production. A. T. Clark, C.C. 
Baker, T. E. Kimber, E. R. Gustaves 
and H. S. Frye all qualified for the 
$100,000 Club. 





Larry Kinsella, general agent for Cen-ff 
tral Life of Illinois at Taylorville, Ill,§ 
was honored at a victory dinner celebrat- ff 
ing his achievements during presidents 
month. Speakers were: Lester L. Joh 
son, vice-president and agency directof, 
Morley H. Ringer, treasurer and Richard 
Hershey of Taylorville, son of the new 
Illinois commissioner. “ 
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n Massa- tice, formerly assistant branch secretary held a similar position. with Continental 

w doesn’t LIFE AGENCY CH ANGES in Toronto, succeeds Mr. McElwain. Assurance for six years, 

| — Holly Goes to Elizabeth Harry A. Dembicki has been ap- 
. 1 roup sales manager of the New York : ; pointed agency supervisor with the V. B. 

>Xas Life of Ga. Advances Oliver at Bh . Frank Holly has been appointed dis- Askew agency of Aetna Life at. Topeka. 


to Division Manager 


trict manager for Prudential at Eliza- 


He joined the agency in 1947. 


National . . beth, N. J. Mr. Holly joined Prudential 

met with Life of Georgia has appointed A. E. Life of Va. Names Kimball in 1931 and has been in the field training sntoadeat Mt nee tee a se 
- oie Oliver division manager at Anniston, David S. Kimball has been named division in the home office. Casualty. . ‘ 
n : . . . oe 

Ala, succeeding P, W. Bethea who has ordinary manager for Life of Virginia 4 PRET oars by 

. Gregory been granted a leave of absence because j, san Antonio. He Prudential Advances Oles ian ee _ pe 3 
tentions?” | ¥¢ itiness. Mr. Oliver was district man- . , ; O86  Penesas ages im 
eing alert er at Mobile. succeeds Ira A. Prudential has promoted Harold C. Corpus Christi. Mr. Bradley has been 
legislative adel B. Turner was promoted from staff Travis, who con- Oles to district manager at Kearny, N. district manager for Lincoln National in 
ogram of | manager at Mobile to district manager. tinues with the J. Mr. Oles joined Prudential at Pater- Lubbock, Tex 
rged: that Leroy Beech was raised from staff man- son, N. J., in 1937, becoming assistant W. H. Armitage has been named 
low it. os FF oe manager in 1940. branch manager at Grand Rapids, by 


ager to district manager at Mobile, and 
H. Greene from special agent to 
n district manager at Anniston. 

Staff manager appointments include: Mr, 


G. 


sonal producer. A 
native of St. Paul, 
Kimball was 











Returns to Mutual Trust 
Harry D. Fagin has returned to Mu- 


the North American of Toronto. H. C. 
Martens is the new city manager at 
Grand Rapids. 








sachusetts : Ete : 
Ennis M. Pender, Canton, Miss; W.R. graduated from tual Trust Life as general agent at De- 
Under Perry and R. B. Faulk, Dothan, Ala.; Princeton a 1460 catur, IIl., after a period as general agent Pjlot Leaders Listed 
i R, L. Cody, Dothan; R. D. Harris and : there for Union Mutual Life. Mr. Fagin ; 
Po: ve A. L. Kiser, Bowling Green, Ky. He has represented took his first general agent’s post with __B- Russell Langley, associate general 
menial Minnesota Mutual Mutual Trust in 1937 at Robinson, Ill, 2g¢mt at Greenville, S. C., for Pilot 
secretary, |B. J. Barrett to Monarch in San Antonio. D. 8. Kimball —— Lite, lige qualified as leader of the 
etary. Boyd with Nat'l of lowa Careermen’s Club for 1948, The award 
is based on volume and persistency over 





——. | Robert J. Barrett has been appointed 
general agent for Monarch Life at De- 





Roy J. Long Retires 


Everett C. Boyd has been appointed 
as supervisor of agencies in Iowa for 





two years. He had 100% persistency. 


troit. For four years prior to his resig- Ro tase of Thaieell. senseel:aeue John W. Underwood, 1 

! 1 : § t 3s general agent 
iS nation, Nov. 15, he was Kansas City pe Mihione ss Cronk fo Life, National Life of Des Moines. He has at Southern Pines, N. C., led in paid 
nes | manager for Occidental. Before that he has retired after more than 30 years with business in 1948 with $859,000, The 


was for 12 years with General American 
at St. Louis and was vice-president of 
ad the St. Louis A. & H 


Assn. Mr. Barrett succeeds A. A. Maier 


the company. He joined Central Busi- 
ness 'Men’s, predecessor of Great North- 
ern, in 1915. He had for many years one 
of the company’s biggest producing 


. Underwriters 





Cosman Mont. Gen’l Agent 
@ 





Norfolk agency, W. Roy Parsons, gen- 
eral agent, led all agencies, setting a new 
record, 

Fourteen agencies qualified for hand- 























Denda | who is retiring after 25 years with Mon- agencies, some wall plaques for meeting their 
‘d Union | arch. He is a former president of Detroit . Elbert H. Cosman 1948 quotas for each quarter. 
of paid factateea A. & H. Association. has been appointed 
Ri E Gortz and Leterman Partners te sone oa Milwaukee Trust Group Elects 
ude: W. 1 Norman N. Gortz, formerly with John | Manufacturers Life has appointed N. Pillings, Mont., by Ss. M. Dri Marshall & Ilsl 
ras, bea Hancock Mutual Life, has joined Elmer Roy Humphries and Hugh H. McEI- Lincoln National. Bank, has psec alte passant F Mit. 
Ww doen G. Leterman, New York City broker, wain as agency assistants at Philadelphia He has had 12 waukee Life Insurance & Trust Coun- 
; Br nel, Jin the partnership of Leterman & Gortz. and Chicago, respectively. Mr. Hum- Years experience in cil; Westley Tuttle, Northwestern Mu- 
hi ridge- The firm will specialize in employe phries has been Philadelphia branch sec- the business, and tual Life, vice-president, and Jack C. 
ohia; and | benefit plans, but handles all lines. Mr. retary. Mr. McElwain has been branch is a graduate of Windsor, Connecticut General, secre- 
id busi Gortz joined John Hancock in 1936, be- secretary in Pittsburgh. He is a veteran, University of Mon- tary. Verne Arends, assistant secretary 
al pee came an assistant district manager and Replacing Mr. Humphries is Donat P. tana. of Northwestern Mutual, spoke on “Ex- 
ag €lthen group home office representative. Desaulniers, who has-been acting branch @ perience and Trends in Pension Trust 
7 a More recently he has been district secretary at Edmonton. David S. Pren- E. H. Cosman Business.” 
ern Ver- 
30 led in 
‘an were ° e 
ns. Mon Thirty-ninth Annual Report, December 31, 1948 
lew York 
“el WESTERN LIFE INSURANCE COMPANY 
__|| Founded 1910 HELENA, MONTANA 
eon 
ie leading 
2 1948. S = 
or Resources Obligations 
Angeles. 
Leona Home Office Building .............. $ 1.00 0 % Present Worth of Outstanding Policies....... $27,412,335.20 
on, Port- (Cost $250,516.22) (Legal Reserve Plus Voluntary Provisional Funds) 
Bonds and Stocks ............+.++.- $18,184,700.26 52.41% Present Worth of Balance Due Under Claims 
Government Bonds ....... $9,303,148.00 Being Paid in Installments................ $ 1,641,913.29 
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1 $167,000 Industrial Bonds ......... 997,250.00 Set aside for any possible 1948 claims not 
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ation First Mortgage Loans .............. $13,594,314.10 39.18% Interest and Premiums Paid in Advance...... $ 1,994,653.28 
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third in (To December 31, 1948) Surplus to Policyohlders...... éNtedddivaten $ 3,137,835.91 
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NEWS OF LIFE ASSOCIATIONS 





Plan for April 
Rally in Chicago 


Chicago Assn. of Life Underwriters 
will hold its annual sales congress 
April 2 in Hotel La Salle. Henry W. 
Persons, Mutual Life, is chairman of 
the committee in charge. Clifford H. 
Orr, National Life of Vermont, Phila- 


x AGENCY AND AGENTS CAREER CONTRAC> 


We Don't Give Elephants Away 


of Agency Building. 


- New Orleans 


EDWARD G. SIMMONS 
Executive Vice-President 


RY PENSION-DISABILITY BENEFITS-DEATH BENEFITS- 


oe 
“7914 1NOD-NON-STYMAN3Y SNONNILNOD-SSAWs 





BUT 


We do have a Company founded on faith and integrity— 
dedicated to the principles that safety to our policyowners 
and service to our agents comes first. 


This service concept in addition to 66 policy plans, sub- 
standard issuance and flexible underwriting, all backed by 
a career contract for career men and an expansion program 


For Information Address: 
CHARLES J. MESMAN, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 


CRAWFORD H. ELLIS, President 


delphia, president of the National asso- 
ciation, will speak on “New Challenges.” 

This gathering also as in years past 
will be the occasion for the annual get- 
together of the Illinois association the 
preceding day. The business meeting 
and election of officers will be held for 
an hour preceding luncheon April 1. 
In the afternoon there will be a general 
agents and managers conference spon- 
sored by the Life Agency Managers of 


U.S. A. 


KENNETH D. HAMER 
Vice-Pres. & Agency Director 


“M4 KLVIWnD NO SNNOG-NOLLVSN3dWOD 3WIL34I7-SNINIVINDS 


Chicago, with several addresses by out- 
standing speakers in the business. 





Plan Four St. Louis 
Business Insurance Sessions 


Life Underwriters Assn. of St. Louis 
will hold four sessions on business in- 
surance arranged by Ray Flint, John 
Hancock, chairman of the educational 
committee. 

Subjects of the sessions will be: Feb. 
24, “Proprietorships and Partnerships,” 
with Harry Gershenson, attorney, as 
the lecturer; March 10, “Corporations,” 
John H. Cunningham, Jr., president of 
St. Louis Bar Association; March 24, 
“How to Read, Interpret and Under- 
stand a Balance Sheet and Income 
Statement,” A. W. Hebrank, certified 
public accountant with Price, Water- 
house & Co. 

Daniel Reidy to Speak 

The closing session April 7 will dis- 
cuss solutions of the various problems 
uncovered in the three preceding lec- 
tures, including who should apply for 
the life insurance, who should pay the 
premiums and who should be named 
beneficiary where life insurance is to 
be used to purchase the interest of a 
deceased in a proprietorship, partner- 
ship or corporation. The lecturer will 
be Daniel J. Reidy, general counsel of 
Guardian Life. 

Fred H. White, Connecticut Mutual 
Life, who is program chairman for the 
N.A.L.U. Cincinnati meeting, spoke 
Thursday on: “Prospecting Had Me 
Licked.” 


Complete Hoosier Caravan 


Speakers for the Indiana Assn. of Life 
Underwriters caravan sales congress, 
April 6-9, have been lined up by Doyle 
Zaring, agency secretary of Indianapolis 
Life, chairman. The panel will consist 
of Horace Smith, assistant superinten- 
dent of agencies for Connecticut Mutual; 
Ray T. Wright, Provident Mutual, Law- 
rence, Kan.; Stanley Collins, office ac- 
count agent for Metropolitan in Buffalo; 
and Hilbert Rust, R. & R. Caravan stops 
will be Greensburg, Indianapolis, Muncie 
and South Bend. 


San Antonio—F. B. Falkstein, agency 
manager Prudential, spoke on “Life 
Underwriting—Our Job—Why I Love 
It.’ The March meeting will be at a 
dinner with members’ wives as guests. 


Boston—The association entertained its 
past presidents at its February meeting, 
there being 10 present. The oldest was 
Charles W. Gammons, former general 
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agent of National Life of Vermont, who 
served as president in 1900. Diplomas 
were awarded three members who 
taken the Purdue course. Talk on the 
Heart Association drive was given by 
Julian N. Arnold, vice-president of (Co. 
lumbian National Life. 

Albert S. Howes, Connecticut Mutua} 
Life, Albany, N. Y. advised producers to 
stop talking life insurance to maintajp 
income and start talking life insuranes 
to perpetuate caiptal. He outlined how 
a man’s capital could be retained for his 
heirs by use of life insurance. 


Bloomington, Ind.—J. Russell Town. 
send, Jr.. a member of the Butler Unj. 
versity insurance department faculty, 
spoke on “More of the Same—Forty. 
nately!” 


Nashville—Guilford Dudley, Jr., vice. 
president of Life & Casualty, spoke, 


Kansas City—H. P. Gravengaard, edi. 
tor of Diamond Life Bulletin agent's 
service spoke and conducted a gales 
clinic on business insurance. 


New Bedford, Mass.—Edwin P. Gunn 
manager of field training of John Han. 
cock, spoke. 


Pittsburgh—Horace R. Smith, assistant 
superintendent of agencies for Connecti. 
cut Mutual spoke. 


Grand Rapids, Mich.—Dr. John D. Fin. 
layson, Massachusetts Mutual, Ann Ar. 
bor, spoke on “The Professional Mar. 
ket.” He was given a joint introduction 
by Walter Jolley, general agent Masga. 
chusetts Mutual, and Raleigh R. Stotz, 
general agent of Mutual Benefit, whom 
Dr. Finlayson introduced into life insur. 
ance after the first world war. 


Columbus—Lloyd H. Feder, manager 
of the Ohio department of Reliance Life 
Cleveland, will speak Feb. 25 on “Money 
for Sale.” Mr. Feder is a past president 
- both the Cleveland and Ohio associa. 
tions. 


Topeka—L. D. Carter, National Life & 
Accident, president of the Wichita asso. 
tion, spoke on an “industrial day” pro- 
gram. There was a large number of 
guests from among industrial producers, 

Cowley-Sumner County, Kan.—Oliver 
Stone, Prudential, Arkansas City, has 
been named president of the newly or. 
ganized association. Don Mitchell, New 
York Life, Wichita, 2nd vice-president 
of the Kansas association, assisted in the 
organization. 

Port Huron, Mich.—Maurice E. Heald 
was elected president of the newly 
formed association at the organization 
meeting. There were 30 signers to the 
petition for a charter and “charter night" 
ceremonies are planned for March 25. A 
R. Gremel, Saginaw, a vice-president of 
the state association, conducted the or- 
ganization session. E. A. Balkema, De- 
troit, past state president, was the main 
speaker. 

First vice-president is John H. For- 
shar; second vice-president, Darrell V. 
Flynn; secretary, C. Burton Clark; treas- 
urer, Byron _C. Johnson; national com- 
mitteeman, Ray D. Sorenson. 

Lansing, Mich.—Maurice R. Smith, re- 
gional supervisor of Kansas City Life, 
stressed service to clients and mainte: 
nance of dignity in selling. 

“Prestige selling requires planning, 
vision, purpose, courage, restraint and 
common sense,” Mr. Smith said, “with 
the welfare of the client always assum: 
ing first importance.” 

Wichita—Leon Gilbert Simon, past 

president of the New York City associa 
tion and member of the Million Dollar 
Round Table, spoke on business insur: 
ance, followed by a 30-minute question 
and answer period. It was the best at: 
tended meeting of the year. 
* Neenah, Wis.—Dr. W. H. Scoins, med: 
ical director of Lincoln National Life, 
spoke at a dinner meeting of Fox River 
Valley association on “The Underlying 
Principles of Rate Determination,” and 
H. L. Rietz, 2nd vice-president of that 
company, conducted a question and 
answer period following the talk. 

Memphis—Clifford H. Orr, N. A. L. U: 
president, spoke on “The Challenge o 
the Future in Life Insurance.” 

Oklahoma City — Rabbi Israel Chodos, 
instructor in Hebrew at University of 
Oklahoma, Norman, will speak Feb. 18} 
on the opportunity that life insurance 
offers a man or woman to become a suf 
cessful citizen. 

Milwaukee—Dan A. Kaufman, North 
western Mutual, Indianapolis, discussed} 
“The Professional Aspects of Life Under 
writing.” 

Herbert Schwahn, Northwestern Mut: 
tual, association president, annou 
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that the Milwaukee group has purchased 
the films, “Sharing Economic Risks” and 
“Search for Security,” which will be 
available for showing before school 
classes as well as adult groups in the 
evening educational extension classes. 

Racine, Wis.—William H. Pryor, Con- 
necticut Mutual Life, Milwaukee, past 
president of the Wisconsin association, 
spoke on “Read ’em and Reap!” 

Quincy, Ill.—W. F. Hoffman, executive 
of Abraham Lincoln council of Boy 
Scouts, Springfield, spoke on “Insurance 
for Living.” Fred Cox, Sun Life of Can- 
ada, legislative chairman, discussed the 
Hook commission recommendation to set 
a terminal date on NSL. James McGee, 
manager of Metropolitan, who is to re- 
tire March 18, told briefly of his 31 years 
with his company. 

Roanoke, Va.—J. A. Patterson, People’s 
Life of D. C., Danville, first vice presi- 
dent of the Virginia association, spoke 
on state and National association affairs. 

Newark—‘Prospecting — a Responsi- 
bility’ was discussed at a luncheon meet- 
ing of the Northern New Jersey associa- 
tion by Russell B. Knapp, associate gen- 
eral agent in New York City of Mutual 
Benefit Life. Ten new members were 
admitted. 

Jersey City—At the luncheon meeting 
of the Hudson County association Rich- 
ard E. Pille, director of agencies of the 
Mutual Benefit Life, spoke on “Things 
We Sometimes Forget.” 

Austin, Tex.— A program was pre- 
sented by the Austin Life Agency Cash- 
iers Assn. Mrs. Vonciel Shooter, presi- 
dent of that association, presented the 19 
cashiers present and T. H. Spindle, edu- 
cational director of Amicable Life, who 
introduced Miss Alleen Dunagan, past 
president of National Assn. of Life 
Agency Cashiers. Miss Dunagan told of 
the purposes of the organization. 

President Dexter Dickson urged the 
members to attend the San Antonio 
session of the tri-city sales congress 
Feb. 18. 








The Frank H. Wenner agencv of Con- 
necticut Mutual at Utica celebrated its 
15th anniversary with a meeting and 
dinner, guest of honor being Vincent B. 
Coffin, vice-president. 
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AGENCY COMPANY 


writes all regular forms of 
participating life insurance 
plus several unusual forms. 
Yes, we write Convertible 
Term Riders — Not Single — 
Double — TRIPLE — But 


QUADRUPLE 
PROTECTION 


on 10, 15 or 20 Year Plan. 


Family Income Rider 10, 15 
or 20 years with income up to 
$20 PER MONTH for each 
thousand of basic policy. 
Special Monthly Decreasing 
Term for Mortgage Redemp- 
tion covering any period from 
10 to 20 years inclusive at low 
cost. 


Agency franchises available 
in N. Y. State. 


ROY A. FOAN 
| CW Director of Agencies 
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SALES MEETS 


Indianapolis Life 
Leaders Convene 


Leading agents of Indianapolis Life 
in the central states met at Indianapolis 
with company executives. President 
E. B. Raub told them that life insur- 
ance in force had risen to $211,902,775 
and that life insurance sales during 1948 
reached a new high, while the company 
has $56,960,378 in assets. 

A. Kahler, vice-president and 
superintendent of agencies, who suc- 
ceeds Mr. Raub as president, presided 
at the banquet and addressed the open- 
ing session. Others on the program 
were Walter H. Huehl, vice-president 
and actuary; Doyle Zaring, agency sec- 
retary; Dr. Richard Nay, medical 
director; Irving Snyder, educational di- 
rector; Newell C. Munson, general 
counsel, and Nate Kaufman, general 
agent Shelbyville, Ind. 

Lloyd Ramsey of Memphis, million 
dollar producer for Penn Mutual Life, 
spoke at the banquet. The five leaders 
in paid business were honored at the 
banquet: Mr. Kaufman; H. Bruce 
Veazey, San Antonio; and J. W. Schwab, 
A. R. Meyer, and George W. Anawalt, 
of Indianapolis. Maurice A. Kennedy 
of Noblesville, Warren Brougher of Co- 
lumbus, Ind., K. Ben Jones of Colum- 
bus, O., and Larry Plants, Cleveland, 
were among general agents who took 
part in a panel discussion. 

Irving Palmer, assistant agency man- 
ager at the home office, Richard Veazey, 
head of the underwriting department, 
C. Loren Harkness, manager of the 
policy department, Darwin F. Fuller, 
Minnesota field supervisor, Robert 
Bridges, field supervisor in Indiana, 
James K. Clark, Texas field supervisor, 
John Wiseman, manager policyholders’ 
service, E. K. Druart of Marion, Ind., 
LeRoy Pound, Columbus, O., V. W. 
Atkins, Columbus, Ind., Doyal Plunkitt, 
New Castle, took part in the closing 
sessions of the business meeting. 








Guardian Midwest Sessions 


Plans for new organization were the 
subject of a regional managers’ confer- 
ence held in Chicago by Guardian Life. 
A regional refresher training conference 
was held for field men in Minneapolis, 


InsurOmedic Annual Rally 


Approximately 75 salesmen and wives 
attended the annual sales meeting of 
InsurOmedic Life at the home office. 
Clifford McDonald, new agency man- 
ager for the life and A. & H. depart- 
ment, talked on “Helping Yourself,” 
and John Fisher, vice-president and 
group department supervisor, spoke on 
“Fundamentals of Insurance Selling.” 
R. Lee Tate was given a prize as leader 
in total sales. 








Thompson Wins Trophy 


D. L. Thompson, Wichita, was award- 
ed the “Froning Trophy” for life pro- 
duction at a state sales meeting of the 
State Farm companies at Topeka. Par- 
ticipating in the presentation were J. A. 
Gronner, state director, Topeka; W. Z. 
Johnson, district manager, Wichita; R. 
E. Romig, district agent, Hutchinson, 
and Henry Froning, veteran producer of 
Lyons, who has won many state and na- 
tional production contests and for whom 
the trophy was named. 


Mitchell Assistant V.-P. 

Edward L. Mitchell has been named 
assistant vice-president of the group de- 
partment of Provident Life & Accident. 
He has been in group work for the com- 
pany since 1934, serving at New Or- 
leans and Greenville, S. C., before be- 
coming home office agency secretary in 
1938. Recently he has been superin- 
tendent of solicitation of the entire 
group department. 
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Ads like these—published by the Kansas City Life Insurance Company and its 
aggressive agents throughout the country—are no mighty flood of printed 
salesmanship. Rather, they are little drops of water—constantly, insistently, 
wearing away public apathy and thoughtlessness. We sincerely hope this 
continuing campaign may, in some measure, lead to more intelligent 
management of family finance and bring about a fuller understanding of the 
many benefits of modern life insurance. 
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There's “sweet profit” too, for 
Capitol Life Agency Managers 
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is mutually profitable. 
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Tighter Market Will Call for 
Intensified Leg Work in 1949 





See more prospects. This undoubt- 
edly will have to be the sales slogan 
of the life insurance industry during 
1949, if either individuai producers or 
their companies are to continue their 
sales on anywhere near a par with the 
past three years. Seeing more people is 
a course of action which every sales- 
man of life insurance will have to adopt 
eventually. Some have recognized al- 
ready the necessity of increasing their 
circulating activity. Others will be 
whipped into realization of the need for 
harder work by sharp drops in com- 
missions. That the period has passed 
when an agent could make more money 
each year and still see fewer people 
each year seems to be agreed upon by 
all analytical observers. 

The lush sales conditions since the 
war led to the startling discovery by 
many an agent that by cultivating three 
prospects he could make more money 
than could be made seeing 20 people in 
the “normal” times. A whole genera- 
tion of new agents has grown in the 
easy sales climate. Life insurance sell- 
ing has earned the reputation as a 
“pipe” profession and has drawn some 
lazy men into it and converted ambi- 
tious fellows into sluggards without 
their realizing it. 

Within the last few months there has 
been a change, imperceptible at first, 
but now clearly recognizable. The econ- 
omy is leveling off to something con- 
siderably more normal as far as life 
insurance sales are concerned. 


Unit Sales Are Off 


This was reflected in the fact that 
for many companies and producers 1948 
was not the goldarndest, whoppingest 
year ever for ordinary sales. This drop 
in raw volume has some significance, 
but there has been another factor which 
has been considerably more disturbing 
to company men and to the individual 
agent who applied a yardstick to his 
own performance. This is the fact that 
even while volume was increasing, the 
number of unit sales per man. was fall- 


ing’ in a number of companies. Not 
until the last half of 1948 did the con- 
sequences of this laxness of cultivation 
of a field that was broader and richer 
than ever before begin to show up. It 
was not until recently that the size of 
individual sales began declining once 
again and some men were coming to the 
inevitable conclusion which all in life in- 
surance sales must eventually reach, 
that only through seeing more people 
can the life agent during the next year 
hope to sustain an income which will 
match his earnings in 1947 and 1948. 


Realization Came Gradually 


If it were not that there are appar- 
ently still a number of salesmen who 
have failed to realize that 1949 calls 
for considerably harder work, there 
would be no reason to-review a situa- 
tion which might seem obvious. Some 
of the shrewder sales people became 
aware of the weakness in their methods 
a year or more ago. They were tempted, 
like all others, to reduce to a five-hour 
working day and even a two-hour one, 
as many an agent has been able to do 
and still make more money than he 
used to earn working eight hours. Then 
tuc thought struck them of how much 
more they could make if they increased 
that two hours to eight hours again. 
They realized that an easy selling period 
was not the time to see less people, but 
to see more who were in a better posi- 
tion to buy insurance than ever before. 
Many of these men of foresight are life 
members of the Million Dollar Round 
Table. The average number of sales 
made by members of this body has al- 
ways been impressive. There is a hard 
core of large producers by any stand- 
ards who make the top, not by writing 
a number of jumbo cases, but by simply 
writing more run-of-the- mill cases. 

By this time, companies, managers 
and producers have generally been stung 
into realization that this year the pre- 
occupation with volume alone must 
give way to concentration on more in- 
tensive prospecting and a greater num- 
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ber of calls to make the same number 

of sales for the same premium volume 
that has been racked up in the past two 
years. 

The new emphasis is reflecting itself 
upon every level. One agency man- 
ager, for example, realizing that many 
of his best men had earned good money 
last year by making less than 30 sales, 
came to see the dangers of such a lim- 
ited operation in an increasingly less 
favorable sales atmosphere. He has 
now set the sights of all his men, not 
on any volume figure, but on 100 sales 
per year. He has got them to concen- 
trating on 10 sales per month and on 
increasing the numbers of situations 
they open each week. Several of his 
best men have had their first bad 
months in three years. The men them- 
selves have come to realize that they 
are going to have to get back to work 
on something like a full-time basis. 

More importantly, these men have 
awakened to the truth that their man- 
ager has been preaching for some 
months, that the greatest enemy of the 
life insurance producer is to establish 
an earnings objective for himself and, 
once having reached this objective, to 
relax, even though he has devoted only 
a small fraction of his available time to 
his business, These men have come to 
realize the great amount of potential 
earnings they have kicked overboard 
through failure to cultivate the market 
intensively. They are determined to 
maintain the standard of earnings to 
which they are accustomed and willing 
to pay the price necessary to attain this, 
which is to see more people. 


Evans to Provident Mutual 


Provident Mutual has appointed Wil- 
liam D. Evans as general agent in Rich- 





mond to succeed 
the late Spiller 
Hicks. 

Mr. Evans at- 


tended University 
of Virginia. 

After his return 
from army service 
he became an agent 
for Acacia Mutual 
in Richmond and 
has had a high pro- 
duction record. He 
was formerly with 
the du Pont com- 
pany. 

A new agency will be established by 
Provident in WestVirginia soon. 


Ww. D. 


_Evans 





Group Cover for Lawyers 


DES MOINES—A bill to extend 
group insurance to cover lawyers’ as- 
sociations was filed for introduction in 
the senate of the Iowa legislature by the 
senate insurance committee. 

A bill was introduced which would 
permit religious organizations to main- 
tain insurance for the exclusive benefit 
of their members. 

The senate passed and sent to the 
house a bill which would place insur- 
ance department examiners on a weekly 
pay scale of $150 a week for examiners 
working on foreign companies, $120 on 
domestic companies and $90 a week for 
assistant examiners, 


To Pay Hospitals More 


Group Hospital Service, St. Louis 
Blue Cross organization, is adding a 
bonus to its normal payments to hos- 
pitals, effective March 1. 

It now pays hospitals a standard rate 
of $8.50 per day, regardless of the in- 
dividual hospital’s rates. Under the new 
arrangement it will pay the hospital’s 
per diem rates, plus 3%. The payments, 
however, must fall between $8.50 and 
$10 per day. 


N. J. Convention May 10-11 

The annual convention of New Jersey 
Life Underwriters Assn. will be held 
at Asbury Park May 10-11. The first 
day the election will be held, followed 
by a dinner. The following ‘day there 
will be a general business session, with 
a luncheon. 











In New Positions 


mens 


H. K. Bache, Jr., whose election ag 
secretary of Atlantic Life was reported 
in the Feb. 4 issue, 
is a graduate of 
Virginia Polytech- 
nic Institute. He 
joined Atlantic Life 
in 1927. 

Willard E. Lee 
has been appointed 
an agency super- 
visor. He has been 
manager at Lynch- 
burg and was pre- 
viously with Aetna 
and Life of Vir- 
giniaa He is an 
alumnus of Emory 
and Henry College . 
and Washington and Lee University. 

Rawley F. Daniel, whose appointment 
as agency sina! was reported in last 








H. K. Bache 





W. E. Lee 


Rawley F. Daniel 


week’s issue, is a graduate of University 
of Richmond and was formerly a general 
agent for Monarch Life in Richmond, 
He is a naval veteran. 


Plan New Home Office 


PHOENIX—Plans for a $60,000 Span- 
ish type home office building on North 
Central avenue were told at a two-day 
sales conference of the National Re- 
serve and Great Southwest Life. Con- 
struction is to start this spring. All of- 
ficers were reelected, headed by Ken- 
neth K. Pound, founder and president. 
a than 125 agents attended. 

7-day vacation and sales meeting 
will be held April 20 at Guaymas, Mex., 
for the quarter million club. 


R. & R. Appoints White 


R. & R. has named Edwin H. White 
director of its advanced underwriting 
division. He holds a law degree from 
Fordham and St. Lawrence and is a 
C.L.U. He has been an assistant general 
agent and manager of estate planning 
and business insurance for Aetna Life 





in New York City. He has been pre-, 


paring the ‘business insurance sections 
of the L.U.T.C. training course. 





NEWS BRIEFS 

George T. Murnane has been ap- 
pointed agency assistant and Truman E. 
Anderson has been made assistant man- 
ager of the Minnesota agency of Union 
Central. Mr. Murnane has been with 
the agency 24% years and Mr. Anderson 
joined it 3% years ago. 

The New York medical referee’s of- 
fice of Prudential will move Feb. 21 
to new and larger quarters at 265 Madi- 
son avenue. In addition to having more 
space to facilitate the operation of x-ray, 
electrocardiograph and other medical 
equipment, the new quarters will be 
more accessible. 

The personnel administration commit- 
ee of Life Office Management Assn. met 
this week at the home office of North- 
western Mutual. 

The Edward A. Woods agency of 
Equitable Society at Pittsburgh during 
1948 maintained the first position in 
production in the company it has held 
for more than 50 years. The agency 
wrote approximately $50 million of ordi- 
nary and group. 
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American Nat'l Buys 
Conservative Life 


Conservative Life of Wheeling has 
been purchased by American National. 

No sweeping change in the operation 
of Conservative is contemplated at this 
time, but the business will eventually be 
reinsured by American National. The 
home office will be maintained in Wheel- 
ing for the present with the staff being 
retained. The field force will continue 
to write business for the Conservative 
Life but will be offered American Na- 
tional contracts by the time the business 
js reinsured. f i 

Conservative Life began operation in 
1906 and has enjoyed strong though 
slow growth. It has in excess of $60 
million of insurance in force. é 

American National has insurance in 
force of $1.8 billion and assets exceed 
$250 million. 


Sun Figures Not Comparable 


The figures for Sun Life of Canada 
shown on page 20 of the Feb. 11 issue 
showed a 1948 new business figure that 
excluded revivals and increases and gave 
a corresponding figure for 1947 that 
included increases and revivals. The 
figures for new business, excluding re- 
vivals and increases, were $374,652,547 
in 1948 and $380,659,514 in 1947. The 
corresponding figure including revivals 
and increases were $602,449,351 and 
$602,643,693. 





New Jersey Tax Problem 


NEWARK—Mutual Benefit Life 1s 
engaged in a tussle with city authorities 
here over a bill introduced in the state 
senate to allow the company to increase 
its reserves. It would reduce taxes and 
city officials object. ] ‘ 

New Jersey law permits three types 
of reserve, the usual one required in 
all states for all policies, an additional 
one for settlement options, under which 
there may be unanticipated longevity, 
and contingency reserve. The last, which 
Mutual Benefit wants to build up, is de- 
signed to underwrite the possibility of 
increased mortality, decreased interest 
rates, etc. Such reserves are not taxable 
as property, as is surplus. 

Prudential is not affected by the new 
law as it comes under earlier legislation 
which authorized it to build up its con- 
tingency reserves. Mutual benefit wants 
to build its contingency reserves for sta- 
bility purposes and because the laws 
concerning it are not so restrictive, so 
that funds can be transferred from it to 
surplus in the event of serious mortality 





OPPORTUNITY 
FOR ACTUARY 


Large fast-growing southern com- 
pany, licensed in 22 states, wants 
actuary to organize and super- 
vise pension trust, group and sal- 
ary savings department. Fellow 
of Society, not over 35 preferred. 
Good salary and excellent future. 
Write to Box T-33, National Un- 
derwriter, 175 W. Jackson Blvd., 
Chicago 4, Ill., giving full details 


and recent picture, if available. 
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or asset losses. Settlement option re- 
serves cannot be transferred in this way. 

Other New Jersey companies are not 
affected by the law. New Jersey is the 
only state which has a statute creating 
tax problems of this nature. 





N. Y. Fines Three for 
Exceeding Expense Limit 


NEW YORK —The New York de- 
partment has fined James G. Ranni, 
M. J. Appleton, and Charles W. Mc- 
Keone, all of the Ranni general agency 
of Manhattan Life in New York City, 
for violations of the state’s expense 
limitation law. Mr. Ranni was fined 
$500 and the others $250 each. In addi- 
tion Mr. Ranni was directed to repay 
to the company $2,175 and credits in his 
favor of $6,723 were ordered rescinded. 

In his opinion on the cases, Deputy 
Superintendent Bohlinger stated that 
the department has consistently held 
that the voucher of the person who 
ultimately receives the money must be 
produced. In its absence alleged ex- 
penses paid to an agent in excess of 
those thus vouchered are deemed to be 
compensation. Counsel for the defend- 
ants argued that the law does not con- 
template that expenses be vouchered 
other than the acknowledgment by the 
agent that he has received monies from 
the company, that the law permits the 
payment of office expenses, and that an 
expense allowance may be made simply 
upon the receipt of the agent. 





Insurance Plays Key Role 
in Patterson Will Contest 


Life insurance played an important 
part in the settlement of the much-pub- 
licized contest over the will of Mrs. 
Eleanor Patterson, of the Chicago pub- 
lishing family. The settlement provides 
for payment to Mrs. Felicia Gizycka, 
Mrs. Patterson’s daughter, for $400,000 
completely tax-free in return for which 
Mrs. Gizycka surrenders the right to a 
$25,000 annual bequest under her 
mother’s will to executives of the Wash- 
ington “Times-Herald,” Mrs. Patterson’s 
newspaper, which was left to its execu- 
tives under the will. The paper’s execu- 
tives are buying the life insurance on 
Mrs, Gizycka because the $25,000 annual 
bequest would stop at her death. Should 
Mrs, Gizycka die prematurely the news- 
paper executives would be unable to 
recoup enough to offset $400,000 settle- 
ment unless they had life insurance. 
The insurance is being handled by 
Joseph W. Brooks, broker, of Brooks 
& Cupillas, New York City, who is also 
an executor, 





Rules Against Mail Insurer . 


The Virginia supreme court has up- 
held the state corporation commission’s 
cease and desist order enjoining Travel- 
ers Health Assn. from offering or sell- 
ing membership certificates or insurance 
contracts in Virginia until it had ob- 
tained a permit from the commission, 
as required by the Virginia securities 
act. The court held that since the cer- 
tificates were forwarded and accepted 
within the state, the consummation of 
the contract occurred in Virginia. 


With Pilot Life 


Luther T. 
Bass, whose ap- 
pointment 
as assistant sec- 
retary and man- 
ager of claims 
of Pilot Life 
was announced 
in last week’s is- 
sue, was former- 
ly with Jefferson 
Standard, most 
recently as as- 
sistant secretary. 
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Gyrorce N. WADE 


GEORGE N. WADE 






KENNETH B. WADE 





CAREER 
FAMILIES 





of Harrisburg, Pa. has built one 


of the outstanding general agencies for The Ohio National 
since joining the Company in 1922. 


His brother, Kenneth B. Wade, an associate of The 


Wade Agency since 1933 


» has blazed a successful trail of 


his own at Lancaster, Pa. 







localities. 





The Wade brothers are typical of the successful family 
combinations representing The Ohio National in many 
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A Perfect 


COMBINATION 


United Life and Accident’s non-can- 
cellable health and accident coverage 
together with life insurance. Agents 
and brokers within our territory find this contract has a ready 
market under today’s conditions. Its provisions are extremely lib- 
eral and its non-cancellable feature makes it a welcome addition 


to their sales kit. 


For 
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P.H.C. Assets in 1948 to 
$15,532,312: in Force Gains 


Admitted assets of Protected Home 
Circle, Sharon, Pa., increased $578,492 
in 1948, totaling $15,532,312. Unassigned 
and surplus funds amounted to $807,416 
and special and contingency reserves 
$296,647, a total of $1,104,063. This 
amount is a surplus over and above legal 
reserve requirements, which amount to 
$14,147,473. 

In 1948 the society paid out $1,163,- 
737 in death and permanent disability 
claims, matured endowments, payor 
waiver claims, surrender values and re- 
funds or dividends to members. 

Increases for the year were 313 benefit 
certificates and $834,766 insurance in 
force, making total number of insurance 
certificates at the end of the year 94,- 
180 and total insurance in force $70,- 
291,555. 


Wykoftf Leads Aid Assn. in 
January with $171,000 


C. H. Wykoff of the E. C. Jacobs 
agency of Aid Assn. for Lutherans, 
Akron, O., led the society in new issued 
business in January with $171,000. The 
agency’s total in the month was $348,- 
870, putting it in first place. The so- 
ciety’s total new business in the month 
was $3,529,888. 

The January business was composed 
of $2,451,023 adult for an average policy 
of $2,763 and $1,078,865 juvenile, aver- 
age policy $1,017. 

Aid Assn. reports as of Dec. 31 assets 
of $105,662,316, gain $12,778,650, and in- 
surance in force $462,928,342, increase 


$49,002,405. Mortality last year was 
20.98% of expected, or 1.74 points less 
than 1947. Net interest earned was 
4.17%, compared to 3.93% in 1947. Ratio 
of assets to liabilities increased from 
109.78% in 1947 to 111.66 in 1948. 


Mrs. Rahn Agency Secretary 


Mrs. Robert Rahn, secretary to the 
agency director of Aid Assn. for Luth- 
erans, has been appointed agency sec- 
retary. She has been with the society’s 
home office since 1936. 


To Observe 95th Year 


Czechoslovak Society of Chicago 
March 4 will observe its 95th anniver- 
sary. It was founded at St. Louis as 
Bohemian Benevolent. A big celebration 
is planned in Chicago March 13. 


De Emmett Bradshaw, board chair- 
man of W. O. W., Omaha, and finance 
committee chairman, has been elected a 
director of Western Union. 














Foster to Give Salute 


Greetings from Canada to Walter A. 
Robinson, the new Ohio superintendent 
of insurance, will be delivered by Leigh- 
ton Foster, manager of Canadian Life 
Insurance Officers Assn. and former 
superintendent of insurance for Ontario, 
at a dinner for Mr. Robinson at Colum- 
bus Feb. 23. Claris Adams, presi- 
dent of Ohio State Life, will be 
toastmaster and the address will be de- 
livered by John A. Lloyd, executive vice- 
president of Union Central Life. The 
dinner is sponsored by all the insurance 
organizations in Ohio. 





Statement shows: 


Membership 
Insurance in Force 
Gross Assets 





A YEAR OF GREAT GROWTH 


Woodcraft’s “Fraternity in Action” program has been a strong 
factor in the Society’s greater annual growth in the past 5 years, 
exceeding that experienced in any previous year in the past quar- 
ter century. A preliminary report from the Society’s Annual 
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GROWTH PRESENT 
IN 1948 TOTAL 
ps 16,700 422,000 
. . -$24,000,000 $485,000,000 
..»$ 3,500,000 $166,000,000 


WOODMEN OF THE WORLD 
LIFE INSURANCE SOCIETY 


Omaha, Nebraska 








PROTECTED HOME CIRCLE 


A Legal Reserve Fraternal Insurance Society 


S. H. HADLEY, Supreme President 


L. D. LININGER, Supreme Secretary 


SHARON, PA. 








OUR FIELD REPRESENTATIVES SELL 
COMPLETE PROTECTION 


The men and women representing the Equitable Reserve Association have a complete 


line of protection to offer their prospects. 


They have life insurance contracts that provide | Protection to take care of every need— 


of Children—Mortgage 





Income for the assured—Protection for d 


o.. Aecid, 
poeyment 





2%% interest assumption 


protection—Salary replacement. 
Rates and Reserves based on the latest and most modern C.S.O. mortality table and 


Sell the Best — Sell for the 


EQUITABLE RESERVE ASSOCIATION 
Life Insurance for Men, Women and Children 
NEENAH, WISCONSIN 








Marital Deduction Caution 
Voiced by Thurman 


Speaking on the marital deduction al- 
lowance as applied to the proceeds of life 
insurance, Edwin B. Thurman, Jr., at- 
torney and New England Mutual agent, 
warned the Life Agency Cashiers of Chi- 
cago that there is a danger of being so 
concerned with tax saving that the real 
purpose of life insurance is forgotten. He 
said that preoccupation with techniquees 
of setting up optional settlement should 
not obscure the fundamental need for flexi- 
bility in contracts. The fact that a policy 
placed on the life of a minor is voidable 
by the insured when he becomes of age 
causes many life insurance men to advo- 
cate making someone other than the minor 
the owner of the policy. This creates a 
tax problem in the case of the marital 
deduction, because there is the question 
of whether the minor’s interest is immedi- 
aely vested or is future interest. If it is 
future interest, it is not subject to the 
annual exclusion of $3,000. Thus, in cases 
where the tax interest is paramount, Mr. 
Thurman advises making the minor the 
owner of the policy and trusting that he 
will not void the policy when he becomes 
of age. 


Recruiting Is L. A. Topic 

“Recruiting New Organization” was the 
theme of a meeting of Life Insurance Man- 
agers Assn. of Los Angeles, with Robert 
L. Altick, Massachusetts Mutual, and 
Chase Wickersham, New York Life, as 
speakers. 

Mr. Altick said his agency could as- 
similate from three to five men per year, 
and gave several instances of men re- 
cruited in 1948, with the result in each 
case, whether good or bad. 

Mr. Wickersham said 60% of the new 
men he recruited came through agents 
in his office and 30% by solicitation. 
About 30% had selling experience, 20% 
were of executive type, 15 managerial 
type, 13% semi-professional type and 4% 
were women. He prefers his new men to 
be from 28 to 35 years of age, with either 
two years college, or army or business 
training. He said his agency shoots for a 
$400,000 basis for a successful agent. 


Attorney Speaks at Seattle 


SEATTLE — Payne Karr of Karr, 
Karr & Tuttle, legal firm, talked Mon- 
day at a luncheon of the Life Managers 
Assn.- on “Deferred Compensation 
Through Use of the Executive Employ- 
ment Contract.” Mr. Karr is an out- 
standing insurance attorney of the city. 


Hear Thomson at Dayton 


Dayton (O.) Managers & General 
Agents Assn. was addressed by Andrew 
H. Thomson, director of management 
training of New York Life. New officers 
are Graham Hopkins, Lincoln National, 
president; W. W. Dodgson, Prudential, 
vice-president; Spottswood W. Duke, 
Ohio State Life, secretary. 


Cahill Talks at Cleveland 

Daniel P. Cahill, director of the Pur- 
due course, addressed the Cleveland Life 
Insurance Executives’ Club on the work 
of the course. There was also discussion 
of the inauguration of an annual leaders’ 
banquet recognizing the two leading 
agents from each Cleveland agency in 
volume and number of lives. This would 
be sponsored by the club. 


Thomson Buffalo Speaker 


Andrew H. Thomson, director of 
training of New York Life, addressed 
Buffalo Life Managers Club on “Train- 
ing Starts With Recruiting.” 











Buffalo Life Insurance Cashiers Assn. 
heard a talk by Walter Hahn on “Or- 
ganization, Supervision and Economical 
Operations.” 


GLU 


Kellam Hartford Speaker 


John Kellam, general agent of Na- 
tional Life of Vermont, who specializes 
in state economics and pension plans, 
spoke at a meeting of the Hartford 
C.L.U. chapter on “Financial Planning 
Problems and What the C.L.U. Can Do 
About Them.” 


Maduro Columbus Speaker 


Denis B. Maduro of New York spoke 
at an institute held under the auspices 
of the Columbus C.L.U. chapter. 


Toronto Chapter Elects 


Neville A. Evely, Prudential of Lon- 
don, has been elected chairman of the 
Toronto C.L.U. chapter. Vice-chairman 
is E. Elliott Trent, Crown Life; secre- 
tary, Harold A. Mills, Monarch Life; 
treasurer, M. L. Levy, Imperial Life. 








A C. L. U. correspondence course is 
being offered by Pennsylvania State Col- 
lege, Correspondence study division, cen- 
tral extension office, State College, Pa. 








Union Mutual Course 


Fourteen managers of Union Mutual 
Life attended an advanced home office 
training course on programming and 
agency operations. R. M. Baker, Port- 
land accountant, and Keith C. Coombs, 
manager for the social security adminis- 
tration, spoke on tax problems and social 
security, respectively. Rolland E. Irish, 
president, and Robert C. Russ, assistant 
director of agencies, conducted a two- 
day agency meeting devoted to agency 
development and new agent training, 
Other speakers, company officials, in- 
cluded Fred T. Jordan, manager home 
office agency; L. Russell Blanchard, 
manager sales promotion department; 
Frank B. Maxim, agency secretary; and 
Lyman G. Haskell, supervisor optional 
settlement division. 


RECORDS 


PACIFIC MUTUAL—Substantial gains 
were madein January life business writ- 
ten, as compared with the figure last 
year. The commercial accident & sick- 
ness department shows a marked in- 
crease over last year. 

FRANKLIN LIFE—January sales (ex- 
cluding annuities) totaled $14,700,000, up 
25%. The Los Angeles division, leader 
for 1948, continued in first place. B. F. 
Beard, Port Arthur, Tex., led the organ- 
ization in personal production for the 
mont 

















LEGAL reserve fraternal 

life insurance society for all 
Lutherans on 3% American Ex- 
perience reserve basis. Thirty 
years old — $215,573,110.00 in 
force. Mortality experience 1947 
18.10%. Rate of assets to liabil- 
ities—108.36%. 


* 


Our new agents’ contract, with 
retirement program, has been 
enthusiastically received by our 
agency force. You, too, will be 
interested. 

* 


Address your letter of inquiry 
to 


THE SUPERINTENDENT OF 
AGENCIES 


LUTHERAN BROTHERHOOD 


LEGAL RESERVE LIFE INSURANCE FOR LUTHERANS 


Herman L. Ekern, President 
608 Second Ave. So., Minneapolis 2, Minnesols 
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Big Production Forcing 
Regional Convention Trend 


NEW YORK—Company officers re- 
sponsible for arranging hotel accommo- 
dations for agency conventions say that 
itis becoming easier to make the neces- 
sary reservations but that it is stilk next 
to impossible to make arrangements for 
the large meetings where attendance 
runs from 500 to 1,000. : 

Even for the smaller convention 
planned for an attendance of 200 or 300 
a minimum of 90 days is required for 
advance notice to the hotel and even 
that is seldom sufficient. For anything 
out of the ordinary the hotels like to 
get as much as a year’s notice and con- 
vention planners try to cooperate with 
them. 


Big National Meetings Seen Ending 


The day of the large national agency 
convention seems to be over. Primarily 
there is the problem of locating a hotel 
into which 500 people can be put with 
meeting rooms large enough to handle 
the conference sessions. There are few 
hotels in the country that can handle 
meetings of that size. 

The cumbersome and onerous prac- 
tice of arranging for a headquarters ho- 
tel and then farming out the convention 
personnel to five, 10 or sometimes as 
many as 15 or 20 different hotels is 
something that just can’t be avoided any 
more. In New York recently there was 
a large meeting at which there was a 
headquarters hotel where about 100 of 
those who attended were billeted. The 
other persons attending the meeting 
were at no fewer than 15 other hotels. 

An encouraging factor noted in recent 
months is that the hotels, which for 
several years were averse to convention 
business, feeling that they could get 
more money on an individual basis, are 
now more eager to get the convention 
business. Some are even advertising 
for it. 


Timing the Conventions 


Another problem, although insurance 
men may find it hard to believe, is that 
many other industries go in for large 
scale conventions. Frequently the in- 
surance meetings have to be _ sand- 
wiched in between the others at the 
larger hotels. One of the sidelights of 
the convention arrangements problem is 
that some organizations like to meet in 
conjunction with others at the same 
time and place. 

The trend now seems to be toward 
smaller regional company conventions. 
Smaller groups are easier to handle and 
enable the program planners to get up 
an agenda to fit the problems peculiar 
to the locality. Money can: also be 
saved by the regional meeting plan 
through savings in transportation costs. 

Florida seems to be a favorite spot 

for mid-winter conventions but the 
planners are generally hesitant at ar- 
ranging them there for fear that the 
meeting will be criticized as a junket to 
avoid the northern winter storms, 
_ Even on a regional basis the meetings 
in recent years have become much 
larger than they formerly were. Despite 
the raising of production qualifications 
more agents have been meeting quotas 
and qualifying for convention trips. 


Ill Wind That Blows No Good 


An interesting comment was made at 
a recent convention where one agent 
said that he and several other producers 
e knew had won trips to summer and 
winter resorts in the past two or three 
years from companies in which they 
placed only surplus business. He said, 
“I had four or five risks that my com- 
pany didn’t want to write on a sub- 
Standard basis and another company 
took them. The company that took 
them notified me that I had qualified to 
attend one of their conventions and I 
id, at their expense. More companies 
ought to have conventions.” . 

A plaintive note is sounded by home 
office agency people who must attend 
regional conventions and find that they 


XUM 


have to do three or four times as much 
traveling each year as they used to. 
Popular speakers who are invited fre- 
quently to address meetings join in the 
wailing. They wonder when they are 
going to have some time at home. 


Courtship of Consumer 
to Be 1949 Keynote 


Speaking over the Columbia Broad- 
casting System network in a 15-minute 
quiz, Donald B. Woodward, 2nd vice- 
president of Mutual Life, said that 1949 
business activity will be keynoted by 
a “Courtship of the Consumer. The 
people who have goods to sell are going 
to have to go back to work and go out 
and try to sell it,” he stated. De-empha- 
sizing the effect of recent breaks in the 
commodity markets, he said that there 
was a greater decline a year ago, and 
within a few months the country was 
worried about inflation again. Business 
conditions will continue to be good 
throughout the year although not per- 
haps’ .equal to last year’s pace. 

His comments were elicited by ques- 
tions from Dwight Cooke, who has been 
conducting a series of radio interviews 
with business leaders on the economic 
outlook. 








Self-Defense Covered 


The Texas court of civil appeals up- 
held the trial court’s decision that an 
injury sustained by an insured while 
defending himself in a fight is acci- 
dental within the terms of an A. & H. 
policy. The court drew a distinction 
between self-defense and deliberately 
provoking a fight. The case is Parrish 
vs. Texas United Life & Casualty. 





Buyers Hear Group Man 


Trends in group benefit plans will be 
discussed by Harold T. Himes, field 
supervisor for the group and pension 
division of Aetna Life, Feb. 23, at the 
dinner meeting of St. Louis Insured 
Members Conference. 


Polio Meeting at Dallas 


The meeting Feb. 22 of Polio Insur- 
ance Assn. is to be held at Dallas at 
Stoneleigh hotel rather than at Fort 
Worth, as was mistakenly reported. 


N. H. Non-Admitted Bill 


A bill has been introduced in New 
Hampshire to bring non-admitted in- 
surers under the jurisdiction of the New 
Hampshire courts. 


Would Broaden Mass. Law 


A bill which would amend the Massa- 
chusetts laws to permit domestic com- 
panies which write group creditor in- 
surance to issue loans un to $20,000 for 
a 20-year period, instead of for $10,000 
for 10 years at present, was heard by 
the legislative insurance committee. It 
was supported by several Massachusetts 
companes and had no opposition. 


Fischer to Speak at Indianapolis 


Chester O. Fischer, vice-president 
and director of agencies for Massachu- 
setts Mutual, will address the Indian- 
apolis General Agents & Managers 
Assn. at a dinner meeting Feb. 21. 


Names Violette at Berlin, N. H. 


Emile F. Violette has been appointed 
manager by Metropolitan Life at Berlin, 
N. H. Since 1936 he has been assistant 
manager at Calais, Me. 


Franklin Life’s Chicago January busi- 
ness was $1,300,325, up more than 100%. 
Twelve agents were added to the Chi- 
cago organization during the month. 








Alarm Over Heart Disease 
Not Warranted by Figures 


NEW YORK—The increase in heart 
diseases in the United States are not 
greater than could have been expected 
from an increased proportion of older 
persons in the population and the re- 
duction in deaths from other ailments 
among older people, according to Dr. 
Louis I. Dublin, 2nd vice-president and 
statistician of Metropolitan Life. Allow- 
ing for the factors affecting the statis- 
tics, there has been an actual decrease in 
death rates from heart disease at every 
age, he said. The number of premature 
deaths from heart disease is being re- 
duced constantly and the average age 
at death from the disease is steadily de- 
creasing. One reason for an apparent 
alarming increase in deaths from some 
heart diseases, notably coronary throm- 
bosis, is their comparatively recent dis- 
sor and reporting by physicians, he 
said. 





Confer on Union Group Plans 


A two-day conference sponsored by 
the University of Illinois extension divi- 
sion at Galesburg was arranged in re- 
sponse to a need voiced by many union 
representatives for an educational ses- 
sion on the subject of health programs 
in which union groups are interested. A 


symposium provided general informa- 
tion on voluntary prepayment medical 
plans, which are frequently a factor in 
collective bargaining. 

‘Ralph C. Knoblock, assistant secre- 
tary of Washington National, who rep- 
resented H. & A. Underwriters Confer- 
ence, spoke on “Commercially Under- 
written Group Health Plans.” 





Norman Knef Advanced 


Norman Knef has been promoted to 
supervisor of the underwriting division 
at the home office of Mutual Benefit 
Life, succeeding Harry Petty, who has 
been advanced to assistant secretary. 


Trend to Union Health, 
Welfare Rather Than Laws 


(CONTINUED FROM PAGE 3) 
instance in which the employer has 
failed to obtain the consent of a major- 
ity of his employes. The statute was 
drawn in New Jersey and should be 
drawn elsewhere in a very informal 
manner. There does not have to be any 
of the characteristics of a collective bar- 
gaining election nor a ballot box. New 
Jersey employers have used group in- 
surance enrollment cards, informative 
letters describing the private plan with 
a space for the employe’s signature and 
a variety of similar methods. 
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the United States pipers 
ATLANTA HONOLULU, T.H. PEORIA 
BALTIMORE INDIANAPOLIS PHILADELPHIA 
BOSTON JACKSONVILLE PITTSBURGH 
CANTON KANSAS CITY PORTLAND, ME. 
CHICAGO LANSING PORTLAND, ORE. 
CINCINNATI LOS ANGELES PROVIDENCE 
CLEVELAND LOUISVILLE RICHMOND 
COLUMBUS MEMPHIS SAN FRANCISCO 
DAVENPORT MINNEAPOLIS SEATTLE 
DENVER NASHVILLE SPOKANE 
DETROIT NEW HAVEN ST. LOUIS 
GRAND RAPIDS NEW ORLEANS WASHINGTON, D.C. 
GREENSBORO NEWARK WILMINGTON 

SUN LIFE ASSURANCE COMPANY OF CANADA 
Established 1865 








GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Offers Illinois Agents 


Exceptional Agency Opportunity 
VERY ATTRACTIVE CONTRACTS 


_—>oa 


COMPLETE LIFE INSURANCE 
COVERAGES—AGES 0-60 


Excellent Line of 


Juvenile Policies 


FULL BENEFIT AGE 2 
or Particulars Write Home Uffc 
159 North Dearborn St., Chicago, 
WILLIAM J. ALEXANDER, PRESIDENT 
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CALIFORNIA A 














COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 
San Francisco Denver Los Angeles 

















{ILLINOIS 








THOMAS and TIFFANY 
CONSULTING ACTUARIES 


211 West W 
CHICAGO 6 
Telep' F 2633 
B. Russell A.A.S., A.A.LA. 
Carl A. Tiffany 














Harry S. Tressel & Associates 
Certified Public Accountants 
and Actuaries 





1@ S. La Salle St., Chicago 3, Illinois 
Telephone Franklin 4628 


ferry 8S. Tressel, M.A.1.A 
M. Wolfman, F.A.1.A, 
N. A. Moscovitch, A.A.1.A. 
W. M. Barkhuff, C.P.A. 


“we. H. Git C.P.A. 
Ww. P. Kelly 
Robert Murray 














INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis — Omaka 




















MISSOURI 
NELSON and WARREN 


Consulting Actuaries 
915 Olive Street, Saint Louis 
Central 3126 




















NEW YORK 


Established In 1865 by David Parkes Fackler 


FACKLER & COMPANY 


Consulting Actuaries 
New York 
il 


6 West 40th Street 
Consulting Actuaries 
Auditors and Accountants 


Welfe, CorcoranandLinder 
11¢ John Street, New York, N. Y. 



































PENNSYLVANIA 


FRANK M. SPEAKMAN 


CONSULTING ACTUARY 


ASSOCIATE 
E. P. 








PHILADELPHIA 
——=— 


THE BOURSE 








VIRGINIA 
BOWLES, ANDREWS & TOWNE 


CONSULTING ACTUARIES | 
915 American Bldg., Richmond 19, Va. 


Robert J. Towne, F.A.S.A., F.A.1A. 
T. Coleman Andrews, C.P.A., M.A.LA. 
Thes. P. Bowles, Jr. F.AS.A. F.A.1LA. 




















F 54,000 members. 


ll Two Outs and an In of Illinois 





Harry H. Fuller, deputy U. S. manager of Zurich, was out gunning with his camera 
at the reception prior to the annual Chicago luncheon of Insurance Federation of 
Illinois, of which, incidentally, he is chairman of the executive committee. In this 
shot he captured the outgoing insurance director of Illinois, Nellis P. Parkinson, left; 
the new director, Harry B. Hershey of Taylorville, and R. J. Wetterlund, who has 
been the president of Insurance Federation of Illinois and is now the chairman. Mr. 
Wetterlund is vice-president and general counsel of Washington National. 








Rutherford Is to 
Leave N.A.L.U. 


(CONTINUED FROM PAGE 1) 


pervisor there and special representa- 
tive at Nashville, was made general 
agent at Des Moines. Seven years later, 
in 1940, he was moved to Seattle. 

Mr. Rutherford has been a tireless lead- 
er in local, state and National association 
work. He is a past president of the Little 
Rock association, the Des Moines General 
Agents & Managers Club and the Iowa 
association. He held a number of im- 
portant chairmanships in the National as- 
sociation and for 214 years prior to be- 
coming its executive vice-president served 
as a trustee. 

Mr. Rutherford will long be remem- 
bered for his many contributions to the 
betterment of the business and of its field 
representatives. Under his guidance the 
National association has gone forward to 
gain increased prestige and respect both 
in the eyes of the membership and the 
public. 


FOR FIELD MAN 


Long an avowed advocate of better train- 
ing and improved field practices, Mr. 
Rutherford has carried the banner for 
the field man at every opportunity. His 
work in the fields of “mass selling,” agents’ 
compensation, public relations, and his 
other efforts to advance and preserve the 
American agency system, have earned for 
him the admiration of all segments of the 
business. 

In his letter of resignation to Mr. Orr, 
Mr. Rutherford said: 

“My decision to leave the association 
and to accept another position in the busi- 
ness was not an easy one to make despite 
the attractiveness of the new work. Al- 
though the executive vice-presidency of 
N.A.L.U. is not an easy job, there are 
many satisfactions connected with it. No 
one can fail to be impressed as a result 
of the loyalty and wfitiring devotion to 
the objectives of this association which 
are shown by its leaders at national, state 
and local levels and by its more than 
I shall always be glad 
that I had the opportunity to serve with 
them on a team which, during the last 614 
years, has increased our number of local 
associations from 370 to 531 and our to- 








tal membership from 29,130 to 54,063 as 
of the end of December. At their sug- 
gestion and through their support, we 
have expanded our headquarters staff from 
15 people to 23. The program of ex- 
panded activities which I recommended 
in 1945 has been completed through the 
addition of a full-time attorney and a 
full-time actuary and certain realignments 
in our headquarters staff. It would be im- 
possible adequately to thank you and the 
other officers and members of the board 
and my associates in headquarters for your 
friendship and continuing support. All 
these things made it difficult to leave but 
my new opportunity, details of which I 
hope may be announced at our midyear 
meeting, was one I felt I could not de- 
cline.” 


Blue Cross Bill in Okla. 


A bill in the Oklahoma house would 
authorize incorporation and licensing of 
non-profit corporations to write hospital 
and medical service contracts. 


Chief Examiner to Leave 


Martin Holohan is leaving office as 
chief examiner of the Illinois depart- 
ment ‘March 1. He expects to take a trip 
before deciding on his future business 
plans. 








Kavanaugh Led Hancock 


Edward J. Kavanaugh of Columbus, 
O., led John Hancock in 1948. He has 
been with the Ralph W. Hoyer agency 
since 1932 and has been an agent for 
John Hancock since 1928. 





Brooks Agency Leads 


The Howard J. Brooks agency at 
Richmond of Shenandoah Life led the 
company in 1948 and thas been awarded 
a bronze-plaque. It qualified by produc- 
tion, high persistency and low cost. 


Caravan Members Talk at S. F. 


Edward E. Keller, manager of Re- 
liance Life and chairman of the San 
Francisco Life Underwriters Assn. cara- 
van committee, was speaker at the Feb. 
17 meeting of the San Francisco asso- 
ciation. He explained: and outlined the 
caravan program and introduced James 
W. Uren, New England Mutual, and 
G. Cameron Hurst, Jr., New York Life, 
who are caravan speakers. Messrs. Uren 
and Hurst gave talks. 





Statements Show 
“48 Records 


(CONTINUED FROM PAGE 1) 


185,161. Surplus increased $35,387,161 
and is now $266,505,885. All life insur- 
ance reserves are now on an interest 
basis of either 21%4% or 2% and all 
annuity reserves are on a 2% basis. 

Sales of life insurance were $857,719,- 
600, up $335,600. ‘ é 

The company has 3,779,541 life insur- 
ance policies in force for $9,539,584,229 
as compared with 3,683,297 policies for 
$8,063,604,614 a year earlier. 

Benefit payments were $206,376,000, 
about 57% going to living policyholders, 

Gross return on new investments was 
3.36%, compared with 3.25% in 1947 and 
3.04% in 1946. 


N. A. REASSURANCE 


North American Reassurance had in- 
surance in force at Dec. 31 of 
$375,968,200 as against $329,877,900 a 
year earlier. Surplus to policyholders 
is $7,055,308 as against $6,322,447. The 
company has $30,556,867 assets as 
against $28,386,049. Investments include 
$28,154,760 in bonds, of which $25,153,500 
are U. S. governments. 


PHILADELPHIA LIFE 

Philadelphia Life had a 1948 gain in 
new business of 30%. Paid business 
for 1947 was $17,751,487, while for 1948 
it was $23,633,946. Business in force 
went from $87,783,816 to $104,120,401 
in 1948. 

Surplus increased to $411,860 and as- 
sets to $22,192,875. In passing the $100, 
million in force mark the company has 
grown in five years from $58,729,847. 


PROVIDENT MUTUAL 

Sale of insurance by Provident Mu- 
tual in 1948 exceeded $100 million for 
the third successive year, being $103,155,- 
000 as against $118,281,000 in 1947. As- 
sets rose to $594,873,000, up $25,265,000. 
Average amount of insurance per new 
policy climbed to $7,242, the highest on 
record for Provident and one of the 
highest in the business. 

Insurance in force totals $1,312,476, 
000 as against $1,264,319,000. Con- 
tingency reserve is $33,294,000 as against 
$30,955,000. Benefit payments rose 
slightly to $31,774,000. 

A striking change in the distribution 
of the company’s investment took place 
during the year. Government bond 
holdings decreased to $191,159,000, and 
now represent 32.7% of investments. 
Public utility investments increased by 
$43,199,000 to $135,795,000 and now rep- 
resent 23.2% of the investments. Indus- 
trial bonds increased $28,575,000 to 
11% of the total. Mortgages, other 
than farm, increased $8,195,000. 


WASHINGTON NAT'L. 

Washington National’s assets reached 
$96,730,398 at Dec. 31, an increase of 
$9,202,395. Life insurance in force 
climbed over the half-billion mark late 
in 1948, and by year’s end totaled $506, 
090,565, a gain of $44,720,473 

Total premium income amounted to 
$31,970,163 against $28,907,230. Policy- 
holders surplus rose to $19,436,528. 

Sales of life insurance were $126,044, 
793 as against $137,613,881. 





Atomic Energy Man Speaks 
CINCINNATI — Cincinnati C:L.U. 
chapter in an open meeting heard a 
talk by John M. Hancock, head of US. 
delegation to the United Nations atomic 
energy commission and co-author of the 
Baruch-Hancock report. 





A. C. Stuart and W. A. McGirt, gen- 
eral agents at Winston-Salem, N. C, 
and Wilmington, N. C. respectively, 
have been elected to the field advisory 





committee of Pilot Life. This commit 
tee works in with home office officials 
on field problems. 
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Living a Good Life 





>. 


DON. j 


1. To look at him, you would never guess that 
there is anything wrong with this man’s heart. He 
is just a bit over 50 years old, active, happy, and 
getting a lot out of life—yet he has heart disease. 


Like everyone else his age, his heart had beaten 


about one and three quarter billion times. Of course 
it was not as strong or as adaptable to sudden de- 





with a Bad Heart 








mands as it had been in youth, but he had no 
warning signs of heart trouble. 


As a result of periodic medical examinations, his 
doctor was able to detect his impaired heart early, 
when chances for improvement are best. Today, 
by following his physician’s advice, this man can 
lead a useful life of nearly normal activity. 
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2. He enjoys many mild 
forms of exercise, but care- 
fully avoids any overexertion 
which might further strain 
his weakened heart. 


3. By eating moderately, he 
lightens the work of his heart 
during digestion. This helps 
to avoid overweight, which is 


4. He is able to carry on his 
daily work, but allows plenty 
of time for sleep and rest. His 
heart then will have a chance 


to rest, too. 


5. He maintains a calm and 
cheerful outlook, for his doc- 
tor explained that fear, worry, 
or nervousness might make 
his condition more serious. 


always a burden for the heart. 
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| SCIENCE has made 
many advances in treating heart 
ailments, and more research 
than ever is being done on these 
diseases. The Life Insurance 
Medical Research Fund, sup- 
ported by 148 Life insurance 
companies, is devoting all its re- 
sources to studies of this prob- 
lem. For other helpful informa- 
tion about heart disease, send 
for Metropolitan’s free booklet, 
entitled “Your Heart.” 


{ COPYRIGHT 1949—— METROPOLITAN 


Metropoli 








(4 MUTUAL 


2 OAR ya aS 









Insurance Company 





1 Mapisom Avenve, New Yorx 10, N. Y. 


CE ee is perpen: Le Pyare cepmerersen 


TO VETERANS—IF YOU HAVE NATIONAL 5S 





ti ti i i AE RR ES A a of 


F , 
ices. . atmmmnd Tuis advertisement is one of a 
continuing series sponsored by 
Metropolitan in the interest of 
our national health and welfare. 
It is appearing in two colors in 
: magazines with a total circulation 
gy in excess of 34,000,000 including 
4 Collier’s, Time, Saturday Eve- 
COMPANY) F ning Post, Ladies’ Home Journal, 

} Good Housekeeping, Cosmopoli- 
tan, McCall’s, American Maga- 
zine, Woman’s Home Companion, 
National Geographic, Parents’, 
and Redbook. 
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Who Says you've gol The Travelers 
enough Life Insurance 
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The Travelers Insurance Company, The Travelers In- 
demnity Company, The Travelers Fire Insurance Com- 
pany, The Charter Oak Fire Insurance Company, Hart- 
ford, Connecticut. Serving the insurance public in the 
United States since 1864 and in Canada since 1865. 


This advertisement in Collier’s is one of many which help Travelers producers sell Life Insurance 





